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priced right, dis] packaged r 

and known ts Gif dour Sauiaanans (profes- 
sionals, handymen, hobbyists, and millions of 
home owners) through long use and years of 
hard-hitting national advertising. 


Chances are you sell some Red Devil — 


uct now. Why not ask your 
men about other full-profit Red Devil ose 


Union, N. J., U. S. A. 








builds things better for your customers 


... builds MORE PROFIT for you! 


tk 1 ni PA aac Saws 


- Saw Tools - Files - Knives 


ATKINS makes a man proud of his work and proud of his tools. 
It’s the kind of satisfaction that leaps from friend to friend 
. . . bringing new customers to your store . . . building steady 
repeat business and fast turnover! Fast turnover at full profit 
because world-famous ATKINS quality is easy to sell, it stays 
sold . . . and it wins loyal customers for all hardware needs. 
Our Call your ATKINs Distributor today! He has complete stocks 


SECOND CENTURY 
of Service to the ATKINS} ATKINS SAW DIVISION, Borg-Warner Corporation 


Hardware Trade Siler Set | INDIANAPOLIS 9, INDIANA 


to fill your needs promptly. 


Branches: : Export: 
LOS ANGELES © SAN FRANCISCO : BORG-WARNER INTERNATIONAL 
CHICAGO © CHATTANOOGA : 36 S. WABASH 
4 PHILADELPHIA © PORTLAND, ORE. : CHICAGO 3 
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TED WILLIAMS RICHIE ASHBURN 


1958 1958 
American League National League 
Batting Champion Batting Champion 





PETE BROWNING 


The first Louisville 
Slugger bat was turned 
for Pete Browning — 
great slugger of his 
day with the Louis- 
ville Club of the 

old American 
Association. 


The history of Louisville Slugger bats cannot be 
separated from the lives of the famous sluggers who 
have used them. Browning, Wagner, Cobb, Hornsby, Ruth, 
Williams ... these and hundreds more whose base hits 
and home runs thrilled the millions, wrote the story. 


This 75th milestone in the life of one of America’s most 


Solan famous products will be commemorated in 1959 on thousands 


PULERICHEORANSETC of diamonds by the greatest players in the game today. 
J OTR a> 





MAKE SURE YOUR STOCK OF LOUISVILLE SLUGGERS IS COMPLETE 
BEFORE THE SEASON STARTS — ORDER FROM YOUR JOBBER 











ALSO MANUFACTURERS OF GRAND SLAM GOLF CLUBS 
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For Extra Spring Profits... 


ORDER United States Steel 


Galvanized Trash and Garbage Cans 


NOW with Quality Features That Sell! 


Check your hardware jobber immediately on the special promotion 
of these popular items for your Spring sales! 
Offer ends March 16, 1959. 


Your customers know the famous USS label 
on galvanized ware means: “ ier ia bbe reiailiore 
® finest quality USS Galvanized Steel \, are now selling with 


® deeper corrugation for extra strength the STEELMARK! 
® tight seams overlapped in key places j} Write us for your 
# double seam raised bottoms free kit today. 

= riveted handle brackets 


A big USS Sunset ad will back your Spring sales! Order from 
your hardware jobber now on the special promotion... 
display these self-selling USS products for a big, 
profit-making Spring promotion! 


’ USS is a registered trademark 





























United States Steel Products 


Division of United States Steel 


5100 Santa Fe Ave., Los Angeles, Calif. + 1849 Oak St., Alameda, Calif. 
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THE CMARD-MAN 


EW POWER MOWERS 


have exclusive features that give 
you the jump on competition 


Only YARD-MAN power mowers provide so many deluxe features 
. . such dependability. As a Direct Factory Dealer you enjoy bigger 
profits and extra benefits. 
Here is a complete line of proven hand, power reel, power rotary and 
riding mowers which is years ahead in styling and engineering. The 
eye-catching “Buff and Bronze” color tones accentuate the many 
“customer-designed” selling features your customers are looking for. 
All YARD-MAN mowers carry a full year guarantee and are priced 
to sell. 
As a FRANCHISED YARD-MAN FACTORY DEALER you'll be 
backed by one of the nation’s largest power mower manufacturers. 
You'll be assisted by an effective “dealer designed” merchandising pro- 
gram. You'll enjoy the exclusive YARD-MAN Dealer Order Plan. 
You'll be a real partner in this fast growing, profit making YARD- 
MAN family. 
All across the nation, wise dealers are making the smart jump to 
YARD-MAN. Write today for your free DEALER BOOKLET and 
learn why you should make the jump, too. 


YARD-MAN, INC., 1410 W. GANSON ST., JACKSON, MICH. 
YOU'LL SELL THESE SUPERIOR 
YARD-MAN FEATURES 


EXCLUSIVE SAFETY BLADE 
CLUTCH 


SILENT YARD-MAN OPERATION 


No. 2010, y OR 
©2010, celled Ae : : RUGGED STEEL DECKS OF 13 
Safety Clutch oes \ GAUGE BRIDGE-TYPE DESIGN 


Nea" Self Propell , 
Safety Click f ee INSTA-CONTROL HANDLE 
PRECISION CONSTRUCTION 


7 
HANDLE MOUNTED MULCHER r — 
PLATE CONTROL _ 


HAND ADJUSTED HEIGHT 
CUTTING CONTROL 


Write Today for 
Your Free Dealer 
Booklet 


THIRTEEN TROUBLE-FREE, FEATURE-PACKED MODELS 


No. 3000, 
No. 1040, 18 No. 2020, No. 2000, No. 2030 24’ Riding Rotary 
No. 1010, No. 1050, 21 18” Direct Drive 21” Safety Clutch 21" Self Propelled No. 3010 
18” Hand Mower No. 1060, 18” No. 2060, No. 2040, Direct Drive 24” Riding Rotary 
Deluxe Reel 21” Direct Drive 22" Safety Clutch Electric Starter 
For Details Circle 5 on INQUIRY CARD 
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It's a Package Deal 


Recently a Western hardware dealer moved into a new 
store that had been designed for self service. He found 
few hardware manufacturers who were packaging and 
labeling their products so that they could be sold effectively 
on a self-selection basis. 


He took it upon himself to contact many manufacturers 
and explain the specific problem relating to each product. 
The results were disappointing. Most manufacturers 
showed little interest in developing packages for today’s 
method of selling. Many other dealers have reported to us 
that there is a great need for modern packaging. 


On the other hand we have received reports from several 
progressive manufacturers who have done a commendabie 
job in packaging. Their complaint was that hardware 
retailers were slow in accepting their new packaging 
concepts. 

Rack jobbers, super markets, and variety store dealers 
have been quick to realize the selling power of properly 


packaged merchandise. 


The time is now for hardware retailers and manufac- 
turers to face this problem of packaging. Both groups 
should work together so that no time is lost in developing 


and accepting packages that can actually increase sales. 
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General Offices: 


S: | General Offices: 
P. O. Box 242 PARMCO P. O. Box 242 


ONTARIO, CALIFORNIA 
Phone: YUkon 6-5824 
ALUMINUM COMBINATION STORM DOORS © STORM WINDOWS © LOUVRE DOORS © SCREEN DOORS © GRILLES © PATTI-PORTS © LOUVRE WINDOWS 


ONTARIO, CALIFORNIA 
Phone: YUkon 6-5824 


ADDITIONAL NET CASH PRICES 


30 Doors - ---------- $10.45 each 
60 Doors 10.05 each 


parm 
ALUMINUM SCREEN DOORS 


$4): 





F.O. mr eo WAREHOUSE 
6 DOORS PER PACKAGE 


COMPLETE 
WITH DOOR CLOSER 





AND KNOB TYPE LATCH 





SINGLE DOORS INDIVIDUALLY PACKAGED $1.75 Extra 





STANDARD SIZES 





Opening Width WSane 


Min. Max. Min. Max. 
35%" 36/2" 80" 81" 
313%" 322" 80" 81" 




















Other Size to 42" Wide by 84" High — $2.50 Net Extra 
29%." | 3072" 80" | 81" ita ici y ® 
Above 42" to 48"—$4.00 Net Extra 
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NEXT BEST apt TO A ROPE THAT SERVES ITSELF... N EW 








TAKES ONLY 35 INCHES 
OF FLOOR SPACE... 
HOLDS 140 LBS. ROPE 


AS ILLUSTRATED — 
@ 4 Ready- Measured Boxed Coils 


@ 4 Self-Serv Cartons 
MANY DISPLAY COMBINATIONS 
YOU CAN CREATE 


KEY: » 7 a) Le | 


Self-Serv Bulk Packaged Ready-Measured 
Carton Coil Coils Boxed Coils 








Se. Peet Gk ee a 
MANILA eS syoloololols 


COTTON | —- aa —s 
SISAL | io ==" 
NYLON 


POLYETHYLENE | 


ANCHOR & 
MOORING 


LARIAT 


YOURS TO USE 

FOR GREATER SALES 
WHEN YOU BUY 

*100 OF ROPE 


MAIN OFFICE: 200 BUSH ST., SAN FRANCISCO 4, CALIF 
OTHER OFFICES: SEATTLE * PORTLAND * LOS ANGELES 
NEW ORLEANS « HOUSTON * CHICAGO * NEW YORK 


After studying many design possibilities, Tubbs Cordage Company 
has custom created a Rope Merchandising Rack that occupies mini- 
mum floor space — but provides maximum display capacity. This 
sturdy, steel rack selling aid is 35-in. wide, 56-in. high—14-in. deep 
at the bottom, 10-in. deep at top. It would cost you $20 or more if 
you had to buy it. But you don’t! Your order of $100 or more of 
Tubbs Rope will start this rack selling in your store. Order now from 
your distributor and your rack and rope will be shipped prepaid 
direct from the factory at once. 


TUBBS 3:3: 
ore - Twine COMPANY 
eons cont 


MILLS AT SAN FRANCISCO AND ORANGE, CALIF.; SEATTLE, WASH 
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JET ROCKET 
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Best money-makers in hammers 
(Are you getting your share?) 


These are the hammers that lead in top- 
grade hammer sales—they’re the hammers that 
have lifted dealer profits to new highs. 

The Rocket and Jet Rocket are the most 
imitated hammers made. But True Temper’s pat- 
ented construction, special steels and superb 
workmanship are far ahead of the field. 

Super-strong, tubular-steel handle is locked for- 
ever to head. Shock-absorbing grip won’t slip, 
even when wet. Balance and “‘feel”’ are just right. 
And handsome finish and shape spell buy-appeal. 

The Rocket is “necessary equipment” among 
carpenters . . . workmen prefer its full-polished 
octagon-pattern head, and oil-resistant neoprene 
grip. JET Rocket is the popular favorite . . . it 
offers RocKeET strength and safety at a lower price. 

Check your stock of Rocket and JET Rocket 


tools. Fill in now from your True Temper whole- 
saler. Choice of weights, patterns. True Temper, 
1623 Euclid Avenue, Cleveland 15, Ohio. 


Nationally Advertised —These hammers appear regu- 
larly in Life, Saturday Evening Post, Popular Mechan- 
ics, Popular Science, and other great magazines. 


your basic line... 


RUE IEMPER 
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How to sell more screening now! 


HANDIEST FOR BUILDING - REPLACING SCREENS 


Use these merchandising aids to: au 


— boost your sales of Cyclone Fiberglas Screening 
— alert your customers to the need for screening now 
— make your store SPRING SCREENING HEADQUARTERS 


CYCLONE PRE-CUT FIBERGLAS SCREENING AND COLORFUL DISPLAYER 


This smart, eye-catching floor merchandiser makes more screening sales 
for you. It keeps Cyclone Fiberglas Screening out where your customers 
can see it; reminds them to buy screening now before the Spring rush. 
It saves you time, money, effort and space; makes your screen handling 
costs lower; increases your profits. The pre-cut packages are ready to hand 
your customers without any measuring, cutting or wrapping. The dis- 
player is available from your jobber, complete with 5 rolls each of 5 
screening widths — 26”, 28”, 30”, 32”, 36”; 2 rolls of each width in 78” 
length; 3 rolls of each width in 66” length. Refills are also readily available. 


USS and Cyclone are registered trademarks 


ca 


how 0 make 
oid gcreens 
etter than new 


with 

CYCLONE 
FIBERGLAS . 
SCREENING 


CYCLONE FIBERGLAS 
WALL DISPLAYER 


Hung in a prominent place in your 
store, this attractive wall banner takes 
up no selling area; calls your cus- 
tomers’ attention to the insect screen- 
ing; reminds them to replace, repair 
or build new screen now before they 
are needed for the first spring flies. 


Cyclone Fence Dept. 
American Steel & Wire 
Division of 


USS CYCLONE ‘RED TAG’’ HARDWARE PRODUCTS include: Bronze, Galvanized Steei and Aluminum Screening 


CYCLONE FIBERGLAS 
MAILER AND GIVE-AWAY 


This informative little folder can be 
included in your monthly mailings... 
can be wrapped in packages .. . can 
be handed out in the store. It tells 
your customers why Cyclone Fiber- 
glas Screening is the best screening to 
use to repair old screens and gives 
complete information on installing 
Fiberglas Screening. 


United States Steel 


Cyclone Fence Dept. 
American Steel & Wire 

Dept. CC-39, Rockefeller Bidg. 
Cleveland 13, Ohio 


Please send additional information on Cyclone 
pre-cut Fiberglas screening. 


Name 
Company 
Address 


Zone... State 


Lawn Fence and Flower Bed Border * Door Mats * Aluminum Rose Trellis » Hardware Cloth « Catch-All Baskets 


MARCH 1959 
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Merchandise Now In The News 








THROW AWAY BLADES for rotary 
lawn mowers are quickly tapped into 
their holders, and the mower is re- 
sharpened and rebalanced like new 
by adding a MO-SHARP cutter bar 
to a rotary lawn mower. Both cutter 
bar and blade inserts are made of 
toughened steel.—Frontier Develop- 
ment, Inc. 

For Details Circle 125 on INQUIRY CARD 


PORTABLE COOLER-HEATER 
called the Travelaire Cool-r-Heater 
has a squirrel cage blower which can 
be used independently as a fan at 
three speeds. Unit cools, heats, 
humidifies, filters, ventilates or cir- 
culates the air. Also features adjust- 
able grille-—Metalaire Products Co. 
For Details Circle 126 on INQUIRY CARD 


SEALING KNOT HOLES is a fast, 
guick job with B-90 Knot Sealer. 
Ideal as a resin base sealer because 
it won’t stain a coat of paint. A 
simple push on the top button of the 
self-contained pressurized can and the 
knot hole is sealed for life. Retails 
for $1.95.—Gelvatex 


For Details Circle 127 on INQUIRY CARD 


BRAZIER COVER is made of rubber- 
ized canvas affording all weather pro- 
tection. It has a 26” diameter; 18” 
skirt and will fit all standard circular 
braziers including hooded models. The 
canvas is yellow with printing in 
green, red and black.—H. Wenzel 
Tent & Duck Company 
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COOKAMATIC WARE line includes 
an 114” fry pan, a three-quart sauce 
pan and a five-quart Dutch Oven, all 
serviced by the Cookamatic probe con- 
trol. Made from a metal product 
bonding stainless steel and copper for 
even heat distribution and easy clean- 
ability —Landers, Frary & Clark. 


For Details Circle 129 on INQUIRY CARD 
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THE AVALON rotary power mower 
features inset wheels permitting close 
trimming around fences, shrubs, etc., 
18-inch cutting capacity, and equipped 
with a 2.00 hp., four-cycle Briggs & 
Stratton engine with a rewind starter. 
—Pennsylvania Lawn Mower Div., 
American Chain & Cable Co., Inc. 
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For additional information on 
any item shown on these 








IR is a “do-it-yourself” 
tool kit for Milady which includes 
three screwdrivers, a hammer and 
pliers. Handles are handsomely made 
of clear lucite with delicate flowers 
imbedded inside each handle. Also 
includes heavy duty plastic hanger.— 
Aluminum Housewares Co., Inc. 
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LIGHTWEIGHT CLOTHES HAMP- 
ER made of aluminum weighs only 
94 pounds and is attractively deco- 
rated with patterns of real leaves, 
grass and butterflies laminated in 
washable vinyl trimmed in metallic 
gold colored vinyl. Equipped with 
plated handles.—Joy of California 
For Details Circle 132 on INQUIRY CARD 
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pages, please circle number 
on the Reader Service Card, 
facing Page 68 in this issue 














BURGLAR-PROOF SASSE door lock 
for home or office consists of a one- 
piece, smartly designed device that 
mounts on the inside of doorframe. 
Fits all doors opening inward and 
will not mar woodwork or door ap- 
pearance. Fingertip touch controls— 
Ekstrom Enterprises 
For Details Circle 133 on INQUIRY CARD 


ORANGE JUICE SET consists of 
eight pieces, a 1% quart decanter 
with white cup and six ounce tum- 
blers, three white and three orange. 
Decanter has a screw-on, leakproof 
top, making it ideal for shaking 
frozen juices. Packaged in clear 
polyethylene bag.—Plas-Tex Corp. 
For Details Circle 134 on INQUIRY CARD 


DUST-LESS FINISHING SANDER 
for use in the home and shop is de- 
signed for simple, quick attachment 
to any vacuum cleaner. Dust is in- 
stantly removed from the work sur- 
face—The Black & Decker Mfg. 
Company 
For Details Circle 135 on INQUIRY CARD 


DIAL-O-MATIC automatically waf- 
fles, ripples, slices, shreds and does 
other kitchen jobs quickly. Simply 
set the dial to the desired thickness 
and slide the food through slicing 
blade.—Popeil Bros., Inc. 
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“DOWL-IT is designed for use in 
woodshop for perfect alignment of 
dow] holes. It is a self-centering guide 
for the drilling of holes for dowls. 
Quick and easy to use. — Dowl-It 
Company 

For Details Circle 137 on INQUIRY CARD 





4. HANDLE CONTROLS. Spring- 
field was one of the first to of- 
fer E-Z reach controls on 
walking mowers. A widely 
copied safety feature ; 


HEIGHT AD- 
wheels on 
lower©rs 


j 
ad- 


8. DEPTH BAR. Here is the sim- 
plest of all tilling depth con 
trols. Easi adjusted 
hinged to l I ‘ 
backing up 
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13. KNEE-ACTION 


Deluxe Rider f E HANDLEBARS 
move up o 
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operations 
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NEW PRODUCTS — Continued From Page 11 
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CHARCOAL SCUTTLE made of plas- 
tic features a wire bail and plastic 
handle grip. Designed as a light- 
weight, container for charcoal on 
cook-outs, patio parties and picnics. 
All black.—Rubbermaid Inc. 
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MAGNETIC CUTLERY SET made of 
maple features a kitchen thermometer 
built into rack. Set includes four of 
company’s popular “Frozen Heat” 
knives. Retails for $16.95.—Robeson 
Cutlery Co., Inc. 

For Details Circle 138 on INQUIRY CARD 


via. sae bat cae 
TRACTORETTE for gardeners, nurs- 
erymen and suburbanites has no 
wheels or tines and gets its traction 
from a sturdy steel-bladed drum. For 
plowing, sodding, furrowing, etce.— 
Consolidated Equipment Co., Inc. 


For Details Circle 139 on INQUIRY CARD 
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WAY-RITE bath scale features an 
“equalizer” bar that weighs accurately 
on carpet or uneven tile floor, quick 
stop dial, and precision calibrated 
springs.—Hanson Scale Company. 
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STAINLESS STEEL candle warmer 
for buffet service has clear styrene 
feet to prevent table scratching. Will 
accommodate either the two-quart or 
four-quart casserole-—Revere Copper 
and Brass Incorporated 
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SOLID-CENTER AUGER BITS fea- 
ture deep-milled screw points for non- 
slip feed and precision-machined cut- 
ting edges. Bits are accurately sized. 
Sizes range from 14,” to 1”.—Greenlee 
Tool Company 
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UPHOLSTERY SHAMPOOZER 
cleans professionally in the home. 
Made on a squeeze bottle with a con- 
trol flow, Shampoozers flexible bris- 
tles combine with sponge for cleaning 
action.—A. G. Jacobus’ Sons, Inc. 
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CIRCLE HOE cultivates the soil and 
completely cuts off unwanted under- 
ground growth while leaving the sur- 
face soil in place. Digs clean pockets 
for seedling and bulbs.—Merritt En- 
gineering Co. 
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SPRINGLESS GLUING CLAMP for 
professional or home craftsman, gives 
positive, automatic locking action 
when pressure is applied to face of 
adjustable jaw unit.—Standard Hard- 
ware Company 
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NEW PRODUCTS 





ORNA-METAL MAILBOX features a 
combination of mellow 24K gold 
plated cover over a glistening white 
body. Medallion is cast from original 
designs and finished with 24K gold 
plate.—Southern Fabricators Corp. 
For Details Circle 146 on INQUIRY CARD 


“GLIDRAULIC” door closer for storm 
and screen doors is fully hydraulic 
and has a completely sealed mecha- 
nism that requires no adjustment for 
climatic conditions.—The Illinois Lock 
Company. 
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“BIG 80” slide door medicine cabinet 
features eight glass shelves, polished 
stainless steel light fixtures, one-piece 
drawn seamless steel twin bodies. 4000 
cubic inches storage space.—F. H. 
Lawson Co. 
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ARCTIC BOY 


portable water coolers 


ieee ee 


a 


COLD WATER 


is aHOT item! 


If it’s not cold, it’s not drinking water! 

That’s your big selling point in ARCTIC BOY 
portable water coolers ... they keep water 
refreshingly cold and sparkling clear. 


Here's why: 


e Inset of HOT DIPPED galvanized or stainless steel 


e Sparkleen plastic liner is non-toxic, prevents 
corrosion 


Large opening—easy fo ice and clean 
Extra large insulation space 
Popular 2, 3, 5, 10 and 15 gallon sizes 


a WY METAL 
Send for free booklet “‘Care and Use 1 NES WAR 


of Your Cooler.” Write Dept. H-22. 


SCHLUETER MFG. CO. 
ST. LOUIS 7, MO. 


BP We Ga Ss 
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NEW PRODUCTS 





PAF ROOM AIR PURIFIER is de- 
signed to remove odors and irritants 
from the air by filtration through 
activated charcoal. Unit is designed 
expressly for home use. — Pafcon 
Products, Inc. 

For Details Circle 155 on INQUIRY CARD 


ALUMINUM PUSH BARS 


A new series of aluminum push 
bars and pulls for wood and metal 
doors features solid aluminum 38” x 
4%” x %” bars that combine with end 
brackets for doors up to 42” wide. 
Bars can be cut to desired length on 
the job. Door pulls are extruded 
aluminum and finished with baked 
enamel.—Ideal Brass Works, Inc. 

For Details Circle 164 on INQUIRY CARD 


WE DO AREAL 
BIG BUSINESS 
NOW - THANKS 


TO YOUR FULLER 


% 
SCREW TOP DECANTER answers 
the homemaker’s need of greater mix- 
ing, storing and serving capacities for 
juices, batters, etc. Has 70-0z. capac- 
ity. Can’t leak.—Columbus Plastic 
Products, Inc. 
For Details Circle 156 on INQUIRY CARD 


LANTERN POSTS 

Lantern posts designed for electric 
or gas lanterns are made for colonial 
to contemporary style homes. Trian- 
gular and flat tubular designs of 
these posts make them simple to 
wire. Finished in a _ rust-resisting 
prime black enamel to withstand all 
weather conditions—Locke Manufac- 
turing Co. 

For Details Circle 165 on INQUIRY CARD 


ALL MY DEALERS 
TELL ME THAT — 
AND LOOK. AT ALL 


THE SPACE YOURE 
SAVING 


ACOH 10OL away | gE TOL A MAT 


Lr J 
> > c 
* 


y 4 NR 
FOOL-A-MAT Takes only 15" 
Get the story from your jobber oday 


| FULLER Bil) se Te 


3522 Webster Avenue, New York 67 
Fuller Products are made in U.S.A., England and other countries of the highest quality materials, by skilled 


craftsmen . . . designed for service . . . 


and rigidly inspected to preserve Fuller Quality and Reliability. 
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COMPACT SEAL for use in all types 
of jet water pumps, oil pumps, reduc- 
tion units or appliances such as 
washing machines. Can be used on 
any rotating shaft to seal liquids.— 
The Garlock Packing Co. 

For Details Circle 158 on INQUIRY CARD 
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HEAVY DUTY MAGNETIC CATCH 
has a powerful 35-pound pull designed 
for larger doors, closet doors, chests, 
utility cabinets, louvre doors and 
shutters. Rustproof brass finish.— 
Penn-Akron Corporation. 
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SADDLE-STYLE FOLDING STOOL 
has three legs of one-inch tubular 
steel joined by a single Y-shaped 
pivot forging. Open, the stool is 18” 
high. Seat measures 16” x 16” x 16”. 
—The Coleman Company, Inc. 
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oxco’s Zusk Merchandiser 


make profitable Cleaning Supplies sales centers— 


NAL @ 
2 fr 


designed to Enrhas specifications 
Or Ag 


4Rt asso” 


No. 25 
CLEANING 7 MERCHANDISER 


SUPPUES 2) for large volume stores 

A wide selection of popular Oxco 
brushes, all labeled and pre-priced, 
ranging from 29c to $1.49, attrac- 
tively displayed on a permanent, 
first quality fixture. That’s Oxco’s 
No. 25 Merchandiser—designed to 
NRHA specifications as the sales 
center for a complete cleaning sup- 
plies department; proven through 3 
successful years as a steady producer 
of brush sales and profits for hard- 
ware and general merchandise stores. 
No. 25 includes one dozen each of 25 different 
Oxco brush styles, with No. 15 display fixture, 
25 hangers and top sign printed both sides. 
Fixture sign and hangers in 1 ship. cont., 25 


doz. brushes in 3 ship. cont. Shipping _ 
per Merchandiser... 


NO. 15 DISPLAY FIXTURE—60"x 26"x 17%”. Strong 
peg-board panel; lacquered hardwood molding and 
removable ‘‘A”’ frames. 


ch Ur 
Ce Guaranteed by > 
‘Good Housekeeping 


Ses soyeansen EP 


CLEANING Fa) No. 12 MERCHANDISER 


SUPPLIES 


for small and medium stores 


HOUSEHOLD BRUSHES Twelve fast-selling Oxco brushes, full of modern colors, attrac- 
IEGG-S. Sevag et . eee tively displayed on a permanent, high quality fixture, make 
Rit. ona af a ery Su ome up Oxco’s popular No. 12 Merchandiser. Designed to NRHA 
1) BRUSH tug r thy (re meee specifications, brushes are labeled and pre-priced, ranging from 
D Gathe | a 29c to $1.49. Thousands of these Merchandisers are on dis- 
play in stores throughout the country, ringing up profitable 

brush volume never believed possible by store-owners. 
No. 12 includes one dozen each of 12 different Oxco brush styles, with 
No. 9 display fixture, 12 hangers and top sign printed both sides. Fixture, 


sign and hangers in 1 ship. cont.; 12 doz. brushes in 2 —_ cont. ee 
wegt. per Merchandiser , 








BOTH MERCHANDISERS MATCH MODERN STORE EQUIP- 
MENT. Back of fixtures suitable for displaying other products. 
Other brushes can be binned in front or back. Displays adapt- 
able for island, gondola, wall or column use. Send for 
illustrated folder—"'How to Merchandise Cleaning Supplies 
for Profit”. Write Sales Dept., Ox Fibre Brush Company, Inc., 
Frederick, Md. 


. 9 DISPLAY FIXTURE—30"x 26"x 17%". Similar 
NO. 9 singe : . NOTE: Display fixture included in total retail value of Merchandisers. 
to No. 15 in construction. ° F : ‘ 
Fixtures available separately, or with your choice of brushes. Contact your 
Jobber for details. 





For high dollar sales volume and big profits... 








Floor ee (Ma Pi 


\ m 
SPEEDY-cLEAN MOP 


made with DUPONT cellulose sponge yarn 


Speedy-Clean keeps your mop line up to date 
because it cleans modern floors fast. It’s a quality 
mop that’s attractively packaged for quick, easy 
sales. 


VA SANITARY—rinses clean easily, keeps clean shape and 


/ 
appearance. F } & ® r a we e a 4 


Y FASTER CLEANING—soaks up water and leaves floors 


Seer DISPLAY NO. 1 


v EASY TO USE—no tangling; no loose lint. 
e 
v LONG LASTING—outwears ordinary mops 3 to 5 times. Stocks > Displays * Sells 


Mark off 21% sq. ft. of floor space in your store 
a os up er — and see how little space this display 
* columns for ° 
part aie takes to increase your volume on high profit 


Oxco floor sweeps. 


Top sign tells customer type of sweep 
needed for his floor surface. 


Complete selection displayed . . . includ- 

2) ing sweeps for garage floors, smooth or 
rough floors of wood, tile, terrazzo, etc.; 
medium or heavy dirt. 








Stocks extra sweeps in rear. 


Easy to set up and stock in minutes. Includes 
18 sweeps and handles, plus metal rack at 
no extra cost. 


OX FIBRE BRUSH COMPANY, INC. 
Freoericx <elebiished /§§$ MARYLAND 


PACING THE BRUSH INDUSTRY FOR 75 YEARS / 





NEW PRODUCTS 


SWIVEL JET-AERATOR provides 
finger-tip directional control for rins- 
ing the entire sink area. Swivel ball- 
joint provides maximum swing with a 
minimum of friction—Melard Manu- 
facturing Corp. 
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TURF EDGER is equipped with an 
alloy tool-steel blade 9”x5” combined 
with a four-foot long, weatherproof 
finished, natural hardwood handle. 
Great Neck Saw Manufacturers, Inc. 
For Details Circle 162 on INQUIRY CARD 


AIR VOLUME CONTROL for water 
systems maintains correct balance of 
water and air. Provides dependable 
service on all types of pumps. Elim- 
inates pump handling air. — M. L. 
Witter Mfg. Corp. 

For Details Circle 163 on INQUIRY CARD 
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CRABGRASS KILLER TESTED 


Pax Grabgrass killer has been of- 
fered by the PAX Company to con- 
trol crabgrass from a single applica- 
tion. The product is put up into a 
20-pound bag which will treat 1000 
square feet. According to the manu- 
facturers, to control a weed such as 
crabgrass there is needed a _ pre- 
emergent with a long residual action. 
Such a herbicide should also contrib- 
ute to the general welfare of the 
turf to which it is applied. To do 
this a combination of materials, oper- 
ating together, accomplish the several 
objectives required of an ideal herbi- 
cide, say the firm officials. 
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America’s 


PLASTIC-COATED IRON WIRE 


Filoplast plastic-coated iron wire is 
a non-rusting, corrosion-resisting, 
brightly-colored, clean and durable 
wire manufactured as chain link wire 
netting for parks, gardens and flower 
beds, playing fields, factory grounds, 
etc. Also as clotheslines and building 
and guy wire. Netting is available in 
12 gage and 11 gage in rolls 25 yards 
and 100 feet long. Clotheslines come 
in coils 20, 30, 40 and 50 yards long 
in 11, 9 and 8 gage wire thickness.— 
Martin, Fountain & Co. 

For Details Circle 167 on INQUIRY CARD 
COMING .. . the big Springtime Is Gifttime 
promotion in the April issue of HARDWARE 
WORLD... Don't miss it! 


most “wanted” 


plier... 


CHAN ng LOCK 


No. 420 


The ‘Want Books”... and ringing 

cash registers... of hardware stores 

all over America give profitable 

proof of the growing sales of the 
Channellock No. 420. Hundreds of 
thousands of these handy, popular 
pliers are bought each year by 
mechanics and householders alike. 

They like its pipe-wrench grip .. . its all 
‘round usefulness. And you'll like the 
steady profits when you put America’s 
most ‘‘wanted”’ plier up front for your 
customers to see... ‘“heft’’...and buy. Let 
us send you our new catalog. 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 


30 
(is 


a 


It’s easier to stock 
just one line of pliers. 


ti 


/ a n/t 


: _\ 
it’s PROFIT-WISE to stock the 
genuine CHANNELLOCK line. 


PA - s, 
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One in a series 


JOE LASKY, widely known as an authority on the distribution of home furnishings, has 
agreed to permit Revere to present a series of his observations of today's housewares 
distribution picture. No armchair theoretician, Joe's files bulge with some 6,000 idea. cards 
built up through many years of “shoe leather” surveying of distributors and retailers 
during his career with Fairchild Publications. 

We know you will appreciate them, and invite your request for reprints. 


A declaration of dependence 
upon Wholesalers 


... 500 “partners in distribution” provide mighty necessary services to more than 
40,000 retail outlets selling Revere Ware in the U. S. and Canada. 


E™ time there’s a major economic upheaval followed 
by rising material and labor costs, it’s natural that a 
lot of attention should be paid to the matter of lower cost 
methods of distribution. Very often, envious looks at the 
wholesaler’s share of the distribution dollar bring up the 
question .. . “Should we sell (or buy) direct and eliminate 
the wholesaler?” 


This thinking is about as deep as a fast, once-over shave. 
Some firms act fast . . . then have lots of leisure to repent 
hasty decisions. Anyone with long experience in the trade 
can tell you how often this has come up... and about the 
chaos resulting from thoughtless decisions to eliminate 
wholesalers. 


NO BASIC CHANGE IN DISTRIBUTION METHODS HAS 
YET BEEN DEVISED THAT ELIMINATES THE FUNDA- 
MENTAL VALUE OF THE WHOLESALER’S FUNCTION. 


Even if you were to “eliminate” the wholesaler, the 
need for his functions would remain. 


Somebody must buy the thousands of different items carried 
by the wholesaler, from hundreds of manu- 
facturers. 


Somebody must unpack, warehouse and price these items. 


Somebody must assemble the small quantities of widely 
varied items needed and ordered by the whole- 
salers’ customers in that area, every business day 
(quite a few are single item orders). 


Somebody must deliver all these items, day after day — and 
make special trips with “rush specials.” 


Somebody has to visit all these stores — the smallest dealer 
as well as the largest department store—to check 
the stocks and fill in needed items. 


Somebody has to visit every retailer regularly, helping him 
with his displays, item arrangements; telling about 
coming promotions, new ideas, etc. etc. WHO 
has a better incentive than his most important 
supplier? 


Somebody has to provide Credit...often far beyond normal 
terms (only possible when the seller knows his 
area, his customers and their needs intimately). 


Somebody has to do all this at VERY LOW COST. It's a 
matter of record that every time an attempt is 
made to replace the wholesaler, sky-high costs, 
‘way above the wholesaler’s, defeat the plan! 


We could keep on indefinitely with quite a list of addi- 
tional solid services. That’s the wholesaler—solid, basic 
—like bread-and-butter. 


Retailers and manufacturers alike would be in real 
trouble if they had to buy and sell direct—especially for 
their daily needs in connection with today's low-inventory, 
breadth-without-depth, higher-turnover operations! 


The Revere Ware wholesaler “partners in distribution” 
make it possible for more than 40,000 retail outlets to sell 
ever-increasingly-wanted Revere Ware in every part of the 
United States and Canada. 


No other nation has achieved our standard of living 
because no other nation has developed such facilities for 
mass production and mass distribution. The wholesaler may 
justly be proud of his contribution to this achievement. 


REVERE COPPER AND BRASS INCORPORATED 
Rome Manufacturing Company Division 
Rome, New York - Clinton, Illinois - Riverside, Calif. 
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Here's the best @ . Ptr hose profits 


LIGHT, DURABLE TRIPLE TUBE SPRINKLER 
NON-REINFORCED HOSE 


Supplex looks like the quality it is! That’s the way 
we make it. And that’s the way you sell it—for 
longer profits and greater customer satisfaction. 
ih nee Supplex pioneered tire-cord reinforcement... 
~ makes hose that sells easily, stays sold. Ask your 
jobber about the new Supplex “Silent Salesman” 
portable display rack. Buy Supplex and sell quality. 








7 RETAIL $3.98 and up—Superior, 
RETAIL $2.24 and up—tLeaders in NYLON TIRE-CORD REINFORCED HOSE triple tube construction. Outselis 


moderate-priced field, also give all other sprinklers. Packed on 
| you generous profit margins. amazing new reel... makes all 
| Fully guaranteed. other flexibie sprinklers obsolete! 


sUPPLEX | aseey SUPPLEX COMPANY 


Garwood, N. J. 
Division of Amerace Corp. 


Note tough, knitted ply of 

nylon tire cord embedded in 
RETAIL $3.98 and up — Won't burst even this all-viny! hose. An out- 
if left for days in hot sun under full water standing sales feature your 
pressure. Guaranteed 10 years. customers can see. 
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MILLERS FALLS 


CIRCULAR SAW ATTACHMENT 


4 tm om * 


CIRCULAR SAW 
ATTACHMENT 


Fits any 1%” drill. Expertly engineered and lightweight (31% 
Ibs.). Ideal for every home handyman. Rips, crosscuts, trims, 
bevels and mitres. Capacity up to 1-7/16” at 90°. Attaches 
quickly and easily to drill. Telescoping 
guard. Comes complete with rip guide and 
5” combination blade. Packed in counter 














No. 1237 se 


HACKSAW 
FRAME 


This hacksaw frame appeals to both professionals and ama- 
teurs. Top quality and low price. Buffed nickel finish. Frame 
has reinforced back. Pistol grip handle is tempered rubber. 
Blades can be faced in four directions. 
Depth of throat — 314”. Adjustable for 8” 
to 12” blades. Supplied complete with 10” 


display box. Shipping weight 334 Ibs. each. Oy Se blade. Packed 4 ina box for Hardware Week. 
sgele) B— 





MILLERS FALLS COMPANY, Dept. HW-23 


GREENFIELD, MASSACHUSETTS 
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MAKE BIG PROFITS 
THE EASY WAY 


Let the Hayes 

“Silent Salesman’’ 
Display Rack 
do your selling for you 





Puts the complete Hayes line in full view! 
Informative tags make it easy for customers 
to examine and select the sprayers they 
need. It’s real self-service! 
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"We have sold more Hayes guns since 
Hen 44 Setting up your rack 3 months ago than in 
THT the previous 4% years." 
+ , 
au pane Town & Country Nursery 
Litt Whittier, California 















































Size 24” x 48”. Sets up by merely inserting 
legs in stand and placing guns in brackets. 


Get full details of special self-liquidating 
plan from your nearest jobber. 
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—and don’t forget: every Hayes sprayer that 
goes off this rack or your shelf supply into 
the hands of a customer opens the door to 
continuing “repeat” sales of garden chemi- 
cals. The superior performance of the Hayes 
helps assure this big-volume high-profit 


business for you! Spray G un Com pany 


World’s largest manufacturer of garden hose sprayers 
98 North San Gabriel Boulevard, Pasadena, California 
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HERE COME MORE 


FOR THE FIRST TIME...files made with 


This dramatic new concept in file mer- 
chandising is ready for you now. Your 
regular Nicholson or Black Diamond File 
Wholesaler has the most popular file 
types with a brand-new plastic handle. 
File and handle are sealed on bright 
cards in a gleaming plastic skin. 


This combination of product and package 
improvement will increase your file 
volume—make Nicholson and Black 
Diamond files more profitable than ever. 
They'll boost impulse sales. 


What's more—we give you a display rack 
at no extra cost when you order the basic 
assortment (see listing). This attracts addi- 
tional attention—and boosts self-service 
purchasing. 


Increase your file sales. Order this basic 
assortment today. See what big file sales 
really mean. Your regular Nicholson or 
Black Diamond File Wholesaler is the man 
to call. 





Handsome unit measures ° 
13” x 26’. Sturdy construc- - 
tion. Holds full 48-file assort- ; ||| eet 
ment of carded, skin-packaged = 
files. Display stands on °| 
counter or hangs on wall or 
pegboard. 


FREE DISPLAY - : $f 


oO} 























CALL YOUR REGULAR NICHOLSON OR BLACK DIAMOND FILE WHOLESALER TODAY 
FOR AN INTRODUCTORY SUPPLY OF THIS DRAMATIC NEW IMPULSE SALES BUILDER 


HARDWARE WORLD 





IMPULSE SALES [ze 





G, 
=F Retailer’s Cost . . . $24.20 


Retailer's 
Selling Price . . . 36.30 


RETAILER'S PROFIT *12.10 














ISES 
Sharpen: 


This is the NH-48 Nicholson File Assortment 


Dealer Cost, Suggested ular Saws 
Per Doz. Retail, Each hen Knives 


6—10” Mill Bastard NHM-10 $8.40 $1.05 ket Knives 
den Hoes 
6— 8” Mill Bastard NHM-8 6.80 85 Axes 
ISS Shears 


Mill Bastard NHM-6 5.60 .70 4 Finishing 


" Round Bastard NHR-6 6.00 75 per 
” Slim Taper NHS-6 5.20 65 
" X Slim Taper NHXS-6 5.20 65 
" XX Slim Taper NHXXS-6 5.20 65 


” XX Slim Taper NHXXS-7 6.00 75 








ee NICHOLSON <> 


USA. 


NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND 
For Details Circle 17 on INQUIRY CARD 


MARCH 1959 25 





THE MODERN 50 FISWHITE STEEL MEASURING TAPE 
WITH PATENTED’ "CON 


~} 
Evans has done it again! Now you can merchandise == 


a “sure fire” volume sales builder. It’s the Evans 
“Power-Fifty”. 


This new revolutionary “Power-Tape” was created 
by Evans Engineering Department after more than 
a year of development. It completely eliminates 
the tedious hand winding required with the con- 
ventional 50-foot tapes. The user has “power at 
his finger tips”! All he does is press the power 
button to retract blade ... release button... 
blade stops instantly where wanted. There’s no 
blade creep, measurements are always exact! 


Display it, demonstrate it — sell it! You'll find it 
a real profit builder. The “Power-Fifty” is another 
first from the first name in tapes — Evans! 


HTROLLED-SPEED BLADE RETURN”! 


“POWER AT YOUR FINGERTIPS” 


WA 
‘aie 
bs 
Cas 


RETAILS FOR ONLY +6” 


Packaged in heavy gauge, transparent 
“pegboard” box identifiable with the 6, 8, 
10 and 12 foot Evans pocket “Power- 
Tapes”. Ready for display in your store. 


The “Power-Fifty” has all the features 
that have made Evans Tapes the largest 


sellers in the industry. 


Available Now From Your Jobber. 
*"Power-Fifty” steel tapes, U. S. Patent No. 2,586,386. 


Factories at 


RULE C0. Elizabeth, N. J. & Montreal, Quebec 
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GRABLER pipe fittings can save you money! 


You owe it to yourself to take advantage of the many cost saving factors 

Grabler pipe fittings offer. Grabler fittings come to you in easy to handle cartons 

plainly marked. They are easier to stock and use. Packaging keeps them clean and instantly useable. 
Start saving money by standardizing with Grabler package protected pipe fittings 


Warehouses Providing Dependable Service to Wholesalers =; ‘ aa 
New York ¢ Philadelphia © New Orleans : 3 RA ra L ~ I 50) LI A Fe E 5 E E 
Atlanta * Pittsburgh ° Cincinnati *® Dallas : 

pie = ee > Los ae P | P E F | T T i N G S 


ORDER A SUPPLY FROM YOUR WHOLESALER TODAY 


The GRABLER Manufacturing Co. * 6565 Broadway * Cleveland 5, Ohio 





HARDWARE WORLD 


THIS IS 


8 me 





THE IMAGE OF CFal 


... MAKER OF STEEL 


He’s a giant steelman. He makes good steel and steel 
products for the diversified needs of today’s economy. 

He anticipates tomorrow’s requirements. He is constantly 
improving products through research and new 
manufacturing techniques. 


His steel mills extend across the country. In them, he guards 
every step of manufacturing by rigid quality controls. 

And in his national network of offices and warehouses, 

he not only sells steel products, but he serves their users 

in every possible way. 


He is the dynamic image of CF&I ... the symbol of 
dependable steel products. Look for him when you buy. 


Plants at: 

Pueblo, Colorado « Oakland and South San Francisco, California 
Buffalo, New York « Claymont, Delaware « Palmer, Massachusetts 
Birdsboro, Pennsylvania « Roebling, New Jersey « Trenton, New Jersey 


40 Warehouses and 60 Sales offices located coast to coast 


THE COLORADO FUEL AND IRON CORPORATION 


DENVER + OAKLAND + NEW YORK 
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Hardware Dealers Across The Country 


HIGH COMPRESSION STAPLE GUN 


with built-in staple extractor and exclusive push-button loading 


Already a proved sales success! Don’t 
delay. Swingline offers you immedi- 
ate delivery for immediate profits 
The new rugged, heavy gauge steel 
Swingline 101 Staple Gun is compact, 
powerful and capable! It delivers as 
much driving power as machines 
twice its size and weight. Takes two 
staple sizes: 4/16” and 5/16”... per- 
forms hundreds of tacking jobs in- 


Profit with 


all (St Swingline No. 200 
i: JF Compression Tacker. 
these j Takes 3 staple sizes 
up to 5/16”. 
Retail price $10.50 


SWINGLINE 
leaders: 


cluding insulating, carpentry and 
upholstering...even has a lock to hold 
it securely closed. Gun positively will 
not jam...Swingline patented open- 
channel allows split-second loading 
Here’s the hardware item all your 
customers want at this sensationally 
low price. ORDER NOW! IMMEDI- 
ATE DELIVERY ON ALL QUANTI- 
TIES, 3 COLORS. 


Se oilats. LONG ISLAND CITY 1, 





Swingline No. 900 
Super Drive Stapling 
Gun. Takes 6 staple 
sizes up to 9/16”. 

| Retail price $12.50 


Start Selling with this 4-Unit Display Kit 
See how easy the SWINGLINE 101 sells. 
Order this 4-unit case today, including an 
easy-to-set-up display for counters, walls 
or windows. 


4 guns, 1 doz. $ .59 Boxes of Staples 
Retail Price ... 

Dealer Cost .. 

Dealer Profit . 


PROFIT NOW 
with the biggest 
selling staple 


gun in the world 


NEW YORK 


World's Largest Manufacturer of Staplers for Home and Office 


30 
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You sell more 
ammunition 


when you sell 


Peters 


“High Velocity” 


Again this year, powerful national advertising will mean more 
sales of Peters “High Velocity” ammunition. Make sure you're 
ready—stock and display the entire Peters line today. 


Big game guides, shooters, and hunters everywhere know there’s 
no more powerful ammunition in the world, than Peters “High 


Velocity.” 
haley 


PACKS THE\ POWER! 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 


“High Velocity” is a trademark of Peters Cortridge Division, Remington Arms Company, Inc, 
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WASHING 


——By N. R. REGEIMBAL 


WN 


or WESTERNERS 





Chilton News Bureau, Washington, D. C. 


Co-op Growth in West Gives Hardware Dealers Heavy 
Stake in Outcome of Tax Reform Battie in Congress 


Western businessmen have a heavy stake in the outcome of a hot 
fight brewing this year over efforts to amend the laws governing 
taxation of cooperative business firms. 


The Eisenhower Administra- 
tion wants Congress to pass leg- 
islation to remove a “loophole” 
they say gives co-ops an unfair 
competitive advantage. At pres- 
ent, a co-op may avoid paying 
taxes by “distributing’”’ all prof- 
its to members through certifi- 
cates which may never actually 
be redeemed. 

The Administration wants to 
require either the co-op or the 
member receiving a profit cer- 
tificate to pay normal taxes 
within four years. This, the 
sponsors say, would put co-ops 
on a more equal competitive 
footing with normal, tax-paying 
businesses. 

According to the Agriculture 
Department, farm co-ops in- 
creased their business almost 7 
percent in the year ending in 
mid-1957 (to $10.4 billion from 
$9.7 billion the previous year). 

Co-ops selling goods now ac- 
count for 34 percent of the total 
number; 46 percent of the total 
memberships, and 25 percent of 
all business. 

In the 11 Western states, 
there are some 1292 co-ops with 
609,000 members doing some $2 
billion a year in business. Co-ops 
in California (449 with 129,000 
members) recorded the highest 
gross business in the country, 
topping $1 billion. 

Among the products co-ops 
sell, feed heads the list at $804 
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million. Fertilizer ranks third, 
behind petroleum products. 
Building materials, farm ma- 
chinery and equipment, seed, 
sprays and dusts all rank high 
on the list. 


HOME BUILDING is due for 
a hefty boost from Congress... 
The lawmakers will pass legis- 
lation adding anywhere from $4 
to $8 billion in new government 
aid to the home construction in- 
dustry . .. It will probably come 
in time to boost the spring build- 
ing surge in the West ... The 
so-called GI home program will 
also get new life ... Sen. Wallace 
F. Bennett, R., Utah, is sponsor- 
ing the Administration’s bill in 
Congress. 


PARCEL POST reform is 
again being urged . . . Rep. Joel 
T. Broyhill, R., Va., is sponsor- 
ing legislation to replace pres- 
ent restrictive laws governing 
the size and weight of parcel 
post with a standard law per- 
mitting packages up to 100 
inches in length and girth and 
70 pounds to be mailed to any 
zone ... The Post Office has 
dropped “indefinitely” earlier 
plans to impose a 5-cent penalty 
on postage due mail... The 
President’s efforts to again raise 
mail rates (by some $350 mil- 
lion a year) stand little chance 
of success, political insiders say. 


RECREATIONAL GOODS 
sales to persons using national 
parks will grow .. . President 
Eisenhower wants a $400,000 
boost in spending for parks in 
the next fiscal year, bringing the 
total to $80 million . . . Some 
4.4 million “camper days” were 
registered in the national parks 
in 1958, an 11 percent jump over 
1957. 


ALASKA, the West’s newest 
state, is due for rapid popula- 
tion and business growth ... 
Sen. E. L. Bartlett, D., Alaska, 
says his state’s population 
should almost triple in the next 
10 years from its present total 
of 200,000. 


EXCISE TAXES do not apply 
on the sale of fishing gear not 
specifically named in the tax 
laws, the Internal Revenue Ser- 
vice says ... These include bait 
boxes, casting nets, fish hook 
extractors, fishing tackle boxes, 
gaff hooks, lure retrievers, and 
wire minnow traps. 


GRASSHOPPER THREAT is 
more widespread in the West 
this year, but will not be as seri- 
ous in most areas as in 1957, 
the Agriculture Department 
says ... Infestations this year 
cover 4 million more acres, 
bringing the total to 22 million 
... But in most areas, the num- 
ber of pests is below last year 

Colorado, Montana, and 
California record large areas of 
“heavy” infestation, with Wy- 
oming and Utah also facing 
some danger. 
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SIX PACK SELLS ONSIGHT. 


Let me show 


you the sensational 
ALLENCO 


oscillating sprinkler 
six-pack 


This self-selling display is yours free, 


together with Allenco’s fabulous FREE GOODS Jack 
Pot. What’s more, the strikingly new design of 

the six oscillating sprinklers, plus their in- 
formative, customer-catching packaging, 

will make them your fastest sellers. Or- 

der now and cash in on the FREE 

GOODS Jack Pot... $6.00 worth of 

Allenco accessories that earn extra 

profit and customer good will. 


GOODS 
JACK POT 
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GENE SARAZEN 
World-famous 
golf pro is 
pitching Allenco 


oeine sanacee save 
For a GOLF GREEN LAWN 
[ recommend the new 
» ALLEN. 


' GREEN KEEPER’ 


tttace 
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Parade Magazine 

Saturday Evening Post 

Better Homes & Gardens 

will be telling 53,000,000 

readers that your store is 
headquarters for Allenco sprinklers. 


W. D. ALLEN Manufacturing Co. 


650 South 25th Avenue «+ Bellwood, illinois 
INQUIRY CARD 





“Protected” Display .. . 


SOLVES 
PILFERAGE 
PROBLEMS 


Grothe Hardware Company 
Fort Collins, Colorado 


AKING up a list of the 20 
small items most likely to be 
stolen in the self-service hard- 
ware store, and relocating them 
into a “protected” display sys- 
tem directly in front of the cash 
register has not only eliminated 
pilferage loss, but produced 
profitable extra “impulse sales” 
at Grothe Hardware Company, 
in Ft. Collins, Colorado. 

Vern Grothe, store owner, 
completely remodeled his main 
street store five years ago, when 
the emphasis was put on self 
service. The big, modern store, 
with extremely colorful fixtures, 
walls, etc., was divided into five 
major sections, with as many 
as three sub-departments in 
each. Then, signs went up invit- 
ing customers to serve them- 
selves. 

Striving to create a genuinely 
100 per cent self-service store, 
Grothe had put every item in 
the stock out in the open where 
customers could pick it up, ex- 
amine it individually, as desired. 
As he feared, however, the Colo- 
rado hardware man found that 
there were some items which 
“simply couldn’t be put out in 
the open in this way.” A typical 
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FIFTY GLASS COMPARTMENTS built into five levels of shelving and located 
where the cash register, merchandise wrapping facilities, etc., are located, have 
helped Grothe Hardware Company solve their pilferage problems. Every item 
is out where the customers can easily see them, but is protected by either glass 
lids over the merchandise or by the scrutiny of a cashier located nearby. 


example was pocket’ knives, 
which, although they were dis- 
played fairly near the cash reg- 
ister, vanished with discourag- 
ing regularity. Such small items 
as bicycle locks, combination 
locks, were likewise all too 
prone to theft. 

During the first six months 
following the remodeling pro- 
gram, Grothe took the trouble 
to list off the items which had 
been “lifted” most often, and, 
step by step, he arrived at a 
list of 20. Included in the list 
were small flashlights, cutlery, 
padlocks, certain small tools, ex- 
pensive fishing reels, hunting 
knives, etc. 

Now, in place of the former 
open display along shelves on 
the walls of either side, all of 
these “pilfer-prone” items are 
shown, instead, in a series of 
50 glass compartments, built 
into five levels of shelving, 
mounted across the block fixture 
in the center of the store where 
the cash register, merchandise 
wrapping facilities, etc., are lo- 
sated. Here, every item is out 
where customers can easily see 
it, but protected under either by 
glass lids over the merchandise, 


or by the fact that a cashier is 
almost always on duty at the 
register. 

Originally, the idea was 
merely to get the “pilfer-prone” 
merchandise where it would 
benefit by close supervision of 
salespeople, so that customers 
would have to ask for these 
items, rather than in finding 
them in open display. As mat- 
ters worked out, however, it 
was almost immediately found 
that the glassed compartment 
displays had a lot of “impulse 
sales” advantages as well. Due 
to the fact that almost every 
customer has to stand for at 
least a few minutes in front of 
the fixture, they are, naturally, 
“exposed” to the appeal of the 
items shown—and often a cus- 
tomer who has come into buy 
paint, housewares items, etc., 
will pick out an _ expensive 
pocket knife, hunting knife, 
compass, etc., simply because it 
caught his attention while wait- 
ing for his purchases to be 
wrapped. “We are selling about 
two-thirds again as many of 
these small items as we did in 
the past, and with absolutely no 
pilferage,” Grothe says. 
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SPARK SPRING AND SUMMER SALES 


PLUMB SPECIALS 


STANDARD QUALITY TOOLS AT REDUCED PRICES 
WITH FULL MARGINS OF PROFIT FOR YOU 


PLUMB 


SPECIAL 


$ 23 vavue 
3422 


the F51-S 


NAIL HAMMER 
16 oz. Polished Octagon Head 
Non-Breakable Fiber-Glass Handle 
Green Throat—Grey Neoprene Covered Grip 





the QAN11%-S 


NAIL HAMMER 


16 oz. Polished Octagon Head SPECIAL 


Octagon Pattern Hickory Handle 
White Throat—Green Grip 


REGULAR SPECIAL YOUR YOUR 
NUMBER RETAIL VALUE SALE PRICE COST PROFIT 


| hy $5.25 YO) Be OD 
Packed—4 to Box—Wt. 6 lbs. 


PLUMB 


SPECIAL 


“ $3.32 vacvue 
$222 


the 16-S 


NAIL HAMMER 
16 oz. Metallic Green Head 
Oval Pattern Hickory Handle 
White Throat—Green Grip 


REGULAR SPECIAL YOUR YOUR 
NUMBER RETAIL VALUE SALE PRICE COST PROFIT 


|.) $3.50 $2.99 $2.00 $.99 
Packed—4 to Box—Wft. 6 Ibs. 





REGULAR SPECIAL YOUR YOUR 
NUMBER RETAIL VALUE SALE PRICE COST PROFIT 


OANII®-S $4.50 i A) ey Ay ae) Be 
Packed—4 to Box—Wf. 6 Ibs. 


the 181-S 


NAIL HAMMER 
16 oz. Polished Head 
Flat-sided Hickory Handle 
White Throat—Green Grip 





REGULAR SPECIAL YOUR YOUR 
NUMBER RETAIL VALUE SALE PRICE COST PROFIT 


16-S $2.60 $1.99 $1.33 §$.66 
Packed—4 to Box—W*t. 6 lbs. 


ASSORTMENT PACKAGE No. 1234 
Contains 1 Each F57-S, OAN112-S, L81-S and 16-S Hammers 


REGULAR RETAIL VALUE 


SPECIAL SALE PRICE 
$15.85 $13.96 


YOUR COST YOUR PROFIT 


$9.33 $4.63 


IDEAL "FULL MARGIN" SPECIALS for HARDWARE WEEK 


FAYETTE R. PLUMB, INC. - 


PHILADELPHIA 37, PA., U.S.A. 





- ASSORTMENTS 


give greater product selection 
to your customers... 
greater dollar volume 


Nu Ec A AE ACE ARR ME ER CABENO | 


to your chain sales! Pe 


Chain 
e Watch your profits from chain and Salesmaker 


related chain items go up when you offer Assortment 
your customers eye-appealing, sales-stimu- 
lating assortments by ACCO! These assort- 
ments help you build a well-integrated chain 
section in little space under the most re- 
spected name in chain—ACCO. 

ACCO gives you the largest selection of 
assortments to choose from—neat package 
displays, quick-pick wall displays, and the 
new ACCO Chain Salesmaker Display Stand 
with cutter—the last word in a compact, 
self-merchandising unit for featuring a 
variety of popular chain types. And all of 
these assortments are color-coordinated in 
ACCO yellow and blue and are clearly 
labeled so that customers can shop... 
select...and buy the specific item that 
they want. 

Here’s an example of the profit you make po- tt“ Younse,, 
from selling ACCO assortments. The ACCO I CHAIN 
Chain Salesmaker, including the display cso 
rack with cutter and the No. 38 seven-reel 
chain assortment, costs you $95.35. Sold 
at suggested retail prices you ring up a 
whopping profit of $92.40. 

Ask your distributor about the ACCO i 
assortments shown here and about the Acco Counter-Pak Acco Cotter Pin 
many others he has to offer. Chain Assortment Assortment 




















Acco Dog Chain Acco Key Ring 
Assortment Assortment 











ORDER FROM YOUR DISTRIBUTOR 
* Contact your American Chain 
distributor for complete informa- 
tion about ACCO assortments or 
write our York, Pa., office for free 
Catalog DH-176B. 


American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. | 


Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, __fitm Acco Sash Chain Acco Repair Link 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, ‘¥ Assortment Assortment 
"indicates Wexehouse Stocks *Portland, Ore., *San Francisco 
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PIONEER STORE that will be 100 years old next year keeps on pioneering with new selling methods, particularly with 


new fixtures. 


Old Store Newest in Town 


HE 99-year-old pioneer hard- 

ware firm, H. H. Buhne Co., 
Inc. of Eureka, Calif., is one of 
the “newest” business establish- 
ments in this thriving northern 
California city. It is by way 
of appearance that it assumes 
such youthfulness. 

Several months ago it was 
moved to a new modern one- 
story building with the latest 
fixtures and interior design. 

H. Buhne Redmond, company 
president and great - great- 
grandson of the store founder, 
boasts a complete hardware 
stock of over 20,000 items dis- 
played in a 13,800 square-foot 
sales area. Total floor space is 
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H. H. Buhne Co., Inc. 
Eureka, Calif. 


15,500 square feet. Practically 
all of the stock except industrial 
supplies is out on the display 
floor. 

The extent of the lines is evi- 
denced by the fact that there 
are 90 bins of nails and a 33- 
foot bolt case. There is about a 
one-month supply of most mer- 
chandise. 

The tool department is along 
the wall. A large assortment of 
tools are displayed on the wall. 
Replacement stock is in bins at 
the base of the section. 

Each department has its own 
color scheme. Housewares and 
electric housewares are on wall 
sections and gondolas. The color 


for these units is pink. Yellow 
sets off the sporting goods. The 
tool department is designated 
by green. 

There are five-foot aisles be- 
tween the gondolas except in the 
center of the store where there 
is a 35-foot area for promo- 
tional merchandise. There are 5’ 
x 10’ tables in this area for 
small promotional items. The 
tables, which are about 20 
inches high, have casters so that 
they can be moved easily to 
other parts of the store. 

There are two checkout sta- 
tions, one near the front en- 
trance and one near the en- 
trance to the parking lot. The 
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first part of the week most of 
the traffic comes in off of the 
street at the front entrance. On 
Friday and Saturday the park- 
ing entrance gets the play by 
two to one. 

There is a special display area 
that pulls the farmers into the 
store. The employees call it the 
“Corral.” It is made of two- 
inch pipe standing vertical at 
the four corners. The pipe is 
five feet high. Horizontal pipes 
are used to connect two of the 
posts on each side and hold such 
roll material as hardware cloth, 
poultry netting, rope and other 
like material. In the center of 
the unit are displayed wheel- 
barrows, garden carts and 
spreaders. 

The interior plan was blue- 
printed by Robert Griffiths, 
Streeter Store Fixtures plan- 
ning engineer serving the Cali- 
fornia Retail Hardware Associ- 
ation. He laid out four basic 
departments—hardware, house- 
wares, sporting goods and 
power tools. To effectively dis- 
play the complete line, he spe- 
cified 432 feet of modular gon- 
dolas and 350 feet of wallcase. 
Shelving and accessories are in- 
terchangeable from gondola to 
wallcase for complete adaptabil- 
ity to different types of mer- 
chandise and displays. 

Fixtures were manufactured 
in Streeter’s new plant at Sa- 
linas, Calif. 

According to Robert J. 
Talsma, vice president and gen- 
eral manager, the new fixture 
plan has increased the display 
of merchandise over the old 
method of 60 per cent per 
square foot. 

The old store was housed in 
a three-story building which 
had about an equivalent amount 
of space as the new store which 
is all on one floor. The present 
store is nearly all display area 
as contrasted to the old store 
which had a great part of the 
area, particularly on the upper 
floors, for warehousing. 

The new building, parking lot 
and fixtures cost about $200,- 
000. The parking lot holds 35 
cars. Parking is free for cus- 
tomers. 

The firm employes 21 persons 
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which is the same amount that 
worked in the old premises. 
Without adding to their staff 
they were able through their 
self service type of operation to 
increase their business a few 
months after moving into the 
new building to about 25 per 
cent. They plan to gain an even 
greater increase in subsequent 
months not only because of bet- 
ter and larger displays but also 
through store promotions and 
advertising. At present they 
run an advertisement in the lo- 
cal paper every Thursday. It is 
usually a quarter page and in- 
cludes two or three promotional 
items. 


Credit accounts for a good 
portion of their monthly busi- 
ness. About 15 per cent of the 
dollar volume is done on term 
credit. Their 30-day accounts 
represent about 35 per cent of 
their volume. They are now pro- 
moting revolving accounts 
which are proving popular in 
other hardware stores through- 
out the country. 

In 1960 H. H. Buhne Co., Inc. 
will celebrate their 100th anni- 
versary in Eureka, a city that 
has grown with the fishing and 
lumber industry. This should 
be a great event as a century of 
business operation in the West 
is stil! rather rare. 


ae ae 
WIDE AISLES and extra good lighting help make all merchandise on display 
easy to find and pick out on self service basis. 


PIPE FITTINGS are well organized on this gondola especially designed to 


hold large assortment of such items. 
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‘| CONFESS’ SALE PROMOTION 
MOVES MERCHANDISE "BLUNDERS' 


OMETIMES it pays to be frank about mistakes 

in buying. 

At least Lowe’s Hardware store here reports 
excellent results from an unusual “I Confess” 
sale. 

The promotion was sparked with a large news- 
paper ad featuring a baffled looking clerk. The ad 
read: “I Confess ... I made 64 Boo Boos!” 

The ad went on to explain that the poor har- 
ried store buyer had bought 64 items that were 
hard to sell. “The big boss just set me straight,” 
the ad explained, “he said our business is selling 
merchandise, not storing it.” 

Then the ad offered 64 special prices on the 
64 items that purportedly were bought and 
couldn’t be sold. 

The merchandise offered were frankly labeled, 
“Blunders.” 

But, a store spokesman said, “the ad brought 
a wonderful response, and almost a sell out of 
the merchandise offered. ... And many customers 
came in with a grin to say they enjoyed reading 
an advertisement that was so frank and above 
board.” 

This promotion was not the only time Lowe’s 
used unusual promotions. 

Shortly after their “I Confess Sale,’ Lowe’s 
came out with a “White Elephant Days Sale.” By 
featuring an elephant hunt —safari in which 
African hunting hat garbed beauties went around 
town with rifles and posters reading “SAVE— 
WHITE ELEPHANT SALE,” the store boomed 
business. 

“We tied in with white elephant ads in all de- 
partments of our store, and featured full page 
newspaper ads, with elephants scattered through- 
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THIS NOVEL AD used six full columns in the daily Ogden 
Standard-Examiner to impress upon Lowe’s customers 
and prospects that they had many great values. Photo 
of salesman with embarrassed look on face was from a 
general mat service. These 64 “boo boos” included mer- 
chandise from all of the store’s departments and was 
particularly heavy in tools and hardware. 


out the page,” store officials report. “We had 
bargain specials at 88 cents each—rotary files, 
2-inch butt chisels, weather strip for door, tools, 
paint, sporting goods, garden shop, etc. 

“The figure 88 was featured throughout our 
ads, and when things cost more, we made it end in 
this amount. For example: power saw attach- 
ment, $8.88 (Sunbeam, regular, $14.95); beach 
umbrella, $7.88 and $8.88, parakeet and cage, 
$4.88; Kelvinator clothes dryer, $88.88.” 





MARATHON SALE 
MOVES APPLIANCES 


OMETIMES its doesn’t pay a 


Edwards sponsored an ua- 


Maytag and Hotpoint major ap- 
pliances. 

Edwards offered a special $50 
bonus to any customer .who 
could catch him asleep or even 
dozing during the sale. None 
did. 

He offered special discounts 


hardware store owner to go 
home nights. 

At least it paid, Sheldon Ed- 
wards, owner of the Durango, 
Colo., Hardware. store here, to 
stay open a couple of nights. 
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usual 48-hour sale of appliances 
in his store, with the store re- 
maining open night aud day for 
two days and two nights, while 
customers were offered special 
prices and special trade-ins on 


for customers who bought after 
midnight during the two-day 
sale. 

All told, he sold more than 50 
major appliances during the un- 
usual night and day promotion. 
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PART TIME cleaning woman uses 
hand vacuum to speed up cleaning of 
merchandise on shelves. 


HE old saw that “cleanliness 

is next to godliness” can be 
translated in terms of the hard- 
ware dealer into “cleanliness 
means extra dollars in the cash 
register,” according to Vern 
Grothe, owner of the big Grothe 
Hardware Company in Fort Col- 
lins, Colorado. 

Grothe, whose store is located 
on the northern Colorado city’s 
main street, did a $15,000 re- 
modeling job on the store in 
1954, and along with modern- 
izing the store to one of the most 
attractive in the state, Grothe 
realized that he was creating a 
new problem —that of store 
cleanliness. Consequently, de- 
signing and maintaining a “good 
housekeeping system” was given 
top priority along with the ac- 
tual modernizing of the store 
fixtures and went into action 
just as soon as the store was 
completed. 

“One of the things we were 
anxious to do was to attract 
more women,” Grothe said, “by 
increasing departments which 
appealed to women. The addition 
of this merchandise, plus a 
bright, attractive store, we knew 
would bring more women in but 
we also knew that in order to 
keep their good will, and to 
make sure that they would rec- 
ommend us enthusiastically to 
others, the store would have to 
remain neat as the proverbial 
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Accenting Store Appearance... 


Turns Cleanliness Into Dollars 


pin at all times,” he added. 
Grothe Hardware Company 
has kept store appearance main- 
tenance “on a professional 
basis” with the entire job turned 
over to women, who come in 
daily, solely for the purpose of 
maintaining a spotless, atten- 
tion-arresting atmosphere which 
Grothe felt was necessary. The 
women are all housewives with 
children who can work only a 
few hours a day, and whose duty 
schedules are arranged accord- 
ingly. Although four years have 


Grothe Hardware Company 
Fort Collins, Colorado 


passed since the remodeling job 
was carried out, the store gives 
every appearance of having been 
remodeled only a few weeks ago. 

The entire good housekeeping 
program has been scheduled, de- 
partment by department, so 
that over the period of two 
weeks time, it is a certainty that 
every item on display, every 
square inch of display space, 
etc., will have come in for atten- 
tion. The housewares depart- 
ment, for example, where as 
many as 500 items are displayed 


SPOTLESS APPEARANCE of interior displays have served to quadruple the 
number of women customers who trade with Grothe Hardware Company. 
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on three large gondolas, every 
single one of them will be picked 
up, dusted off and replaced, at 
least twice a month. 

Net results of not only creat- 
ing an extremely handsome store 
to begin with, but keeping it in 
“like-new” condition at all times 
has been literally quadrupling 
the number of women customers 
a day which Grothe Hardware 
Company enjoys. It is no sur- 
prise that the gift department, 
which amounted to only a tiny 
percentage of total sales volume 
in the past, is now one of the 
most active sources for profit in 
the store, with 95 per cent of its 
customers women. Grothe feels 
that the greatest compliment 
which anyone can give him is to 
tell him that the store “looks like 
it was just remodeled”—and be- 
cause this is true, the extra dol- 
lars which go into the cleaning 
program have become “the best 
investment I ever made.” 


Rug Shampoo Machine 
Spurs Rental Business 


POCATELLO, Idaho — Cole- 
man’s Builders’ Supply Store 
here is building store traffic 
winning new friends and gain- 
ing good will with a special rug 
shampoo machine department. 

A spokesman for the store 
said that the newly opened 
rental department for rug sham- 
poo machines has enjoyed a 
booming business. 

The rug shampoo machines 
were obtained by the builders’ 
supply store after many custom- 
ers requested their rental priv- 
ileges. The shampooing ma- 
chines are rented by the store 
at a daily fee of $3. Special 
rates are given for longer peri- 
ods. 

The spokesman for the store 
said that the rug shampooing 
machine rentals are not only 
profitable in themselves but do 
much to gain customer good 
will. 





JOIN THE PROMOTERS OF 
“SPRINGTIME IS GIFTTIME” 
. .. Many Western Hardware 
dealers are ordering the Mer- 
chandising Kits for this Big 
Promotion .. . See page 45 
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Buyers of Hose Repair Items 
Put on Prospect List for... 


Hose Clearance Sale 


Elliott Hardware Company, Aurora, Colorado 


ERE’S an effective idea for 
selling the last of the garden 

hose inventory at the end of the 
season, which has been devel- 
oped by John Ellictt, owner of 
Elliott Hardware Company, in 
Aurora, Colorado. 

Elliott, whose market is the 
huge new residential suburbs 
east of Denver, where literally 
thousands of new lawns are go- 
ing in, sells an exceptionally 
heavy volume of garden hose. 
Until last season, however, he 
usually found himself with a 
large amount of carry-over stock 
which had to be stored until the 
following season, even when at- 
tempts were made to clear it out 
with a healthy mark-down. 

One day in late August a cus- 
tomer came in and asked to buy 
several hose repair items, in- 
cluding clincher connections, 
clamps, etc. The bill would have 
amounted to around $2.25. In- 
stead of selling him the hose re- 
pair parts, Elliott countered by 
suggesting that he buy a new 
length of hose altogether for 
$3, a suggestion which was im- 
mediately accepted. 

This put the Colorado hard- 
ware dealer into a new channel 
of thought. He knew that many 
people, watching the budget 
closely, habitually repaired leaks 
in garden hose. He reasoned that 
these people, obviously with 
bad hose to contend with, would 
be ideal customers for close-outs 
at the end of the season. Conse- 


quently, Elliott and his sales- 
people began unobtrusively jot- 
ting down the names of custom- 
ers who bought these repair 
items, requesting the name on 
the pretext of “putting you on 
our mailing list.” 

Then, at the end of the year, 
when mark-down time on left- 
over hose came, Elliott simply 
sent out postcards to each cus- 
tomer. He advised him that he 
could replace leaky, brittle, un- 
satisfactory garden hose with 
brand-new guaranteed lengths, 
during a one-week close-out sale. 
Discounts averaged from 25 per 
cent to 35 per cent in most in- 
stances, enough to represent a 
worthwhile bargain to economy- 
minded home owners. The first 
such offer sold so well that El- 
liott repeated it again the first 
week in September, and sold all 
but one 50-ft. reel of hose! 

“All we were doing was con- 
centrating our hose offer on pre- 
determined good prospects,” El- 
liott said. “Actually, the mark- 
downs we offered them were less 
than we had cut left-over hose 
in past seasons, but the differ- 
ence was that we knew that 
these people, who had been buy- 
ing repair items, actually needed 
new hose. As a result, we got 
extremely high response on 
every postcard, and customers 
seemed to appreciate the fact 
that we had given them special 
thought.” 
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Showing Equipment in 
Actual Use Leads to... 


Creative Barbecue Selling 


HE best way to sell barbecue and outdoor pic- 

nicking equipment is to “show it in actual use,” 
according to John Eckhardt, partner with Jerry 
Anderson at Jensen’s Hardware Company, in 
Denver, Colorado. 

“One active demonstration, with a white-jack- 
eted chef actually barbecuing ham, beef, broiling 
steaks, ears of corn, etc., is worth more than a 
whole year of ordinary outdoor display,” Eck- 
hardt said. “Particularly where the store is operat- 
ing along-side a heavily-traveled boulevard, with 
a lot of interested spectators passing on foot, and 
in cars.” 

The Denver hardware store sells a full 15 per 
cent of each year’s volume in barbecue and out- 
door food preparation equipment. This abnor- 
mally large percentage is traceable to the fact that 
along with a healthy summer volume, amounting 
to 15 per cent of the total, the store sells another 
five per cent as gifts, primarily at Father’s Day, 
Mother’s Day, and at Christmas time. ‘“‘We would 
like to sell barbecue equipment the year around, 
since it is a profitable line,”’ Eckhardt said. “That, 
however, doesn’t seem possible. We can, how- 
ever, extend the sales season well beyond the 
summer months, and around Christmas time, we 
will move as much as during the top months of the 
summer period.” 

The number one sales asset has been the “active 
demonstrations,” mentioned above, which take 
place several times during the summer months. 
Concentrated on the week ends, when the heaviest 
amount of traffic is bound to be passing along East 
Evans Avenue, on which the store is located, the 
demonstrations show a chef, complete in tall cap, 
barbecuing away on a ham, a round of beef, cook- 
ing steak, etc., on the sidewalk in front of the 
store. Sampling the results to passersby, of 
course, makes a “hit” and has been responsible for 
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Jensen's Hardware Company 
Denver, Colorado 


a lot of immediate impulse sales. It has been sur- 
prising, according to Eckhardt and Anderson, how 
many passersby suddenly remember hardware, 
paint, or other needs at home, find a parking place 
and double back to enjoy a tasty sandwich from 
the store’s demonstration, while stacking up on 
hardware needs. 

The store gets excellent cooperation from bar- 
becue equipment manufacturers in covering the 
cost of the meat being used, in hiring the chef, 
and otherwise setting up the demonstration. A 
display, 35-feet long, of barbecue equipment is 


LIVE DISPLAY of barbecue equipment rings up sales 
at Jensen’s Hardware. The store sells a total of 15 per- 


cent of each year’s volume in barbecue and outdoor food 
preparation equipment. 
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maintained during the summer months, cut down 
to about half of that size and “separated down 
the middle” to make room for the active demon- 
stration. Huge mass displays of bag-packaged 
charcoal are used on both sides of the demonstra- 
tion, at attractive prices such as 69¢ per five 
pounds, 97¢ for 10 pounds, ete. 

Cooking through the day, the chef changes 
regularly from one barbecue to another, to demon- 
strate that various sizes and types are equally 
efficient at turning out a tasty barbecue. The store 
carries three major lines of barbecue equipment, 
priced from $25 to $100, and enjoys a smooth 
volume of sales in all price brackets. Each year, 
as the barbecue season starts, Jensen Hardware 
Company sends out 5000 color fliers, four-page, 
specially-printed brochures. 

Whereas in past years barbecue equipment was 
primarily sold to better-income customers, who 
owned large homes with big, roomy yards, almost 
everyone is “dining outdoors” today, Eckhardt 
indicated. That’s the reason for the complete 
coverage of all price ranges which the store fea- 
tures and also, for sales which are at least five 
times what they were only a few years ago. Eck- 
hardt and Anderson enjoy selling any piece of any 
barbecue grill, inasmuch as it is almost a cer- 
tainty that the customer will be back regularly to 
buy charcoal, starter fluid, spits, skewers, probably 
heavy duty outdoor luncheon ware, and similar 
accessories. ‘With all the business we have done 
to date, we think that the surface has only been 
scratched,” Eckhardt summed up. 





“Satisfied that there’s exactly 25 feet in the roll as the 
carton says?” 





WELCOME ALASKA! We have received many com- 
pliments on the February issue which featured a 16-page 
section welcoming our 12th Western State with requests 
for additional copies. To accommodate such requests we 
have reprints of this section available at 25 cents each. 
Order from Hardware World Service Bureau, 1355 Market 
Street, San Francisco 3, Calif. 
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GARDEN LITERATURE shown on special panel above is 
offered free to customers of Boyd Martin Hardware creat- 
ing goed will and extra business. 


GARDEN LITERATURE 
UPS SALES 


SALT LAKE CITY, Utah —A special panel 
holding garden literature pays off in customer 
goodwill and extra business for the Boyd Mar- 
tin hardware and power lawn mower firm here. 

The store is unusual in that it concentrates for 
the most part in carrying equipment and supplies 
for outdoor housekeeping. 

Most customers are small suburban home- 
owners who own up to a half acre of ground and 
do a small bit of backyard gardening. 

Owner of the firm, Boyd Martin, said the va- 
rious booklets and pamphlets printed by various 
manufacturers have always been a sort of irri- 
tation. “We just never could find them when we 
needed them,” he said. 

So a small garden library has been built inside 
the showroom of the store. Here in wire holders 
are all the literature material about lines carried 
by the firm. 

The wire shelves are placed on a punchboard 
background, and a friendly sign tells customers: 
“Help Yourself.” 

Mr. Martin said the inside booklet library has 
made many extra sales for the firm. 
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IDEAS FROM A 
SPECIALTY SHOP 


N 1930 a little seed store was 

founded in Westwood Village, 
a tiny community in Los An- 
geles. Today both the commun- 
ity and the seed store have 
grown. The area is the home of 
UCLA, one of the largest col- 
leges in the country. 

In this time the seed store 
has expanded and remodeled 
four times in the same location. 
Each time the firm, which is 
now known as Westwood Gar- 
den Center, used M & D Store 
fixtures. 

Their latest remodeling took 
place a few months ago. At that 
time the founder, R. J. Mc- 
Daniel, decided to use the mass 
display and self-service ideas 
used by chain stores. He was 
convinced that this program 
would produce extra and profit- 
able sales volume. 

He also recognized that to 
provide the right facility to dis- 
play his wares he needed intel- 
ligent store planning as well as 
fixtures that would permit quick 
merchandise change-overs and 
hold heavy weight loads without 
bowing. 

Good lighting gives customers 
the desire to continue looking 
around the store. The wall 
shelving cornices are illumi- 
nated, giving the shelf merchan- 
dise excellent display. Attrac- 
tive colors on the wall and color- 
ful floor covering round out the 
attractive appearance. 


PET SECTION (above) is especially de- 
signed to display a wide variety of pet sup- 
plies with higher priced merchandise pro- 
tected by glass doors. PLANT FOODS 
(center) are displayed with the larger sizes 
within easy reach and the smaller sizes at 
top. There is no shelf sag despite heavy 
load. POWER MOWERS and other garden 
equipment (bottom) are compactly dis- 
played along wall giving a mass effect. 
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JOIN THE BIG PROMOTION 


Designed by Hardware World for Retailers, 
Wholesalers and Manufacturers as an All- 


Industry Event in May and June of 1959 


For the second year Hardware World is offer- 
ing the “Springtime is Gifttime’ promotion to 
the entire hardware-housewares field. Manufac- 
turers and wholesalers are tying-in with this 
event. We are offering dealers a merchandising 
kit which sells for $3.00 and includes four news- 
paper mats and ten hanging posters, 14 in. deep 
by 16 in. wide, printed green on yellow paper, both 
sides. The poster is shown below. The mats are 
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shown on next page. 

The promotion actually includes seven succes- 
sive sales events: Mother’s Day, Brides’ Showers, 
Bridegrooms’ Showers, Wedding Anniversaries, 
Weddings, Graduations, and Father’s Day. This 
represents the biggest gift-giving period outside 
of Christmas. For further information contact 
Hardware World, 1355 Market Street, San Fran- 
cisco, Calif. 
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JOIN THE BIG PROMOTION 


“SPRINGTIME IS GIFTTIME™ 
MERCHANDISING KIT 


The kit includes four newspaper mats as illustrated 
here. There are two mats for two-column ads and 
two for three-column ads. Each can be used in larger 
ads if desired but no smaller than indicated. 

It also includes 10 hanging posters printed in 
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HARDWARE WORLD 
1355 Market Street 
San Francisco 3, Calif. 


Promotion Editor: 


We are anxious to participate in the “Springtime is Gifttime" 
promotion. Please send the following: (Check and fill in quan- 
tities) ........ Merchandising Kit @ $3.00 each (Includes 4 
newspaper mats and 10 hanging posters, printed both sides) 
Postage prepaid. ........ Additional posters at 15 cents 
each. (14" X 16" printed green on yellow paper). 


Check enclosed for $........ 


Please send the kits to us when ready and bill us. 


green on both sides on 
yellow paper. More 
posters can be ordered. 
See order coupon printed 
below. These posters 
can be used in windows, 
on wires across the store, 
on posts, on cornices 
over wall sections, and 
on walls. 

(See reproduction of this 
poster on page 54.) 
Order these kits today 
for only $3.00. If you 
need additional posters 
order them at 10 cents 
each. 


SEND FOR THIS 
MERCHANDISE 
KIT, TODAY! 


USE COUPON 


“Springtime is Gifttime”’ em- 
braces seven promotional events: 
Mother’s Day, Bride’s Showers, 
Bridegroom’s Showers, Weddings, 
Wedding Anniversaries, Gradua- 
tions and Father’s Day. 

These seven events offer hard- 
ware retailers an excellent op- 
portunity to sell all types of mer- 
chandise for gifts. In fact, these 
events, which are held in succes- 
sion for seven weeks, give dealers 
the second largest gift-selling 
season second only to Christmas. 
“ The April Issue will be devoted 
to the complete plans for handling 
all seven events included in the 
“Springtime is Gifttime” promo- 
tion. There will be suggested win- 
dow displays, advertising copy for 
direct mail, radio, and newspa- 
pers, and special activities for in- 
store use. 

Make the months of May and 
June your big volume months by 
tying in with this special promo- 
tion. 
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New Service, 
Projects Are 
Emphasized At 
Mountain States 
Convention 


All events at the 1959 conven- 
tion of the Mountain States 
Hardware and Implement As- 
sociation, held in Denver, Colo., 
January 26-29, were patterned 
around a single theme, which 
was “Building Better.” 

Convention registration was 
just short of 500, an all-time 
record for the Mountain States 
group. 

A thoroughly streamlined 
program was, as usual, divided 
into separate councils for imple- 
ment dealers and hardware 
dealers. Featured speakers in- 
cluded Calvin Johnson of the 
American Trucking Association, 
Inc., Washington, D. C., on 
“Don’t Sell America Short”; 
Byron Lopp, nationally known 
sales expert on “Raising Your 
Sights For 1959”; William R. 
Noble, Washington representa- 
tive of NRHA; Hatfield Chilson, 
formerly Assistant Secretary of 
the Interior, on “The Relation 
of Natural Resources to the Bet- 


CONVENTION PROGRAM included a schedule of council 
sessions divided for implement and hardware dealers. 
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TAKING OVER FOR 1959 are the new officers of the Mountain States Hard- 
ware and Implement Association. They are from left (top row), John Pierce, 
director; Fred Kroger, advisory board; Tom Ambler, director; Edward Perlen- 
fein, advisory board; John Dansdale, director; Tom Fay, director; A. V. Tem- 
pleton, director; Bill Enders, director, and Ray Moreland, director. Seated in 
the front row are Jim Ellis, NREAFA; Ray Boggs, Ist vice president; Paul R. 
Marsolek, 2nd vice president; Fred Siebolt, president; Bill Davis, past presi- 


dent, and Frannie Reich, secretary. 


ter Building of the West.” An- 
other was Mel Kraemer, presi- 
dent of the NRHA. 

There was much emphasis on 
new service and projects, along 
with unusual speakers. Services 
emphasized included a new plan 
for basic stock lists and a turn- 
over handbook for hardware 
stores, a new price ticket pro- 
gram for farm equipment, a 
freight audit service and a col- 
lection service. 

Among the most important 
topics discussed by the West- 
erners was the possibility of a 
mechanic’s lien law as a possible 
improvement for implement 
dealers and major hardware 
dealers, better auditing service, 


tax equality, small-business re- 
lief, better display and sales 
methods, the importance of com- 
plete service departments, in 
hardware stores and store plan- 
ning and design, the latter pre- 
sented by Robert Fisher, who 
condensed the subject into “Mer- 
chandising For Profit.” 

The association theme “Now Is 
the Time for Building Better” 
was delivered by Walter D. 
Cooper, of Ft. Collins, Colo. 
Cooper touched upon the “reces- 
sion year of 1958,” and pointed 
out the wisdom of maintaining 
confidence in the country’s fu- 
ture and in expanding and 
“building better through better 
merchandising.” 


Delegates (left) exchange ideas at a banquet while (right) 
they listen to featured speakers on the program. 
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NEW OFFICERS (left Photo) of the Intermountain As- 
sociation Hardware and Implement Dealers elected at the 
55th Annual Convention Jan 22-24 at Elko, Nevada are, 
from left, W. C. Fronk, Ogden, Utah, immediate past 
president; Don Chisholm, Burley, Idaho, three-year di- 
rector, National Retail Farm Equipment Association; Jess 
McClellan, president, Montpelier, Idaho; Ingle Weeks, first 


vice president, Caldwell, Idaho; A. L. Elmer, second vice 


president, Panguitch, Utah. Candid shot (right) shows 
two of the main speakers at the convention. They are, 
from left, President Fred S. Walden of Geneva Steel who 
stressed the Geneva plant at Provo, Utah, and Western 
activities; and William R. Noble, Washington, D. C., gen- 
eral counsel, National Retail Farm Equipment Association, 
who outlined new legislation concerning the industry. 


“Building Better” IAHID Convention Theme 


INTERMOUNTAIN ASSOCIATION OF HARDWARE & IMPLEMENT DEALERS 
55th Annual Convention, January 22-24 


Jess McClellan of Montpelier, 
Idaho, was elected president of 
the Intermountain Association 
of Hardware and Implement 
Dealers at the 55th annual con- 
vention of the association, Jan. 
22-24, at Elko, Nev. He suc- 
ceeds W. C. Fronk of Ogden, 
Utah, who presided. 

Ingle Weeks of Caldwell, 
Idaho, was advanced to the vice 
presidency, and Leon L. Weeks 
of Boise, Idaho, serving his 19th 
term as executive secretary, was 
returned to the office. Robert 
M. Henderlider, also of Boise, 
was retained as his assistant. 

Donald Chisholm, implement 
dealer of Burley, Idaho, was 
named director of the National 
Retail Farm Equipment Asso- 
ciation for a term of three 
years, He succeeds John A. An- 
derson of Heber, Utah. 

New directors named _in- 
cluded Victor Johnson of Weiser, 
Idaho; Burt Wackerli, Idaho 
Falls; Low Ashton, Jr., Heber 
City, Utah, and Rulon Harris, 
Meridian, Idaho. 

The convention was one of the 
most successful ever held, offi- 
cials said. 

Robert Pearce welcomed more 
than 400 delegates and Presi- 
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dent Fronk, owner of the Ogden 
Implement Co., Ogden, who pre- 
sided, set the theme, “Building 
Better.” 

Meetings began with a get- 
together and buffet supper at 
the Stockmen’s Hotel, Thurs- 
day, with business sessions Fri- 
day. Hardware panel discus- 
sions were led by Ed Springer 
of Boise, and Harold Anderson 
of Elko led the implement deal- 
ers’ panel. 

Calvin Dean Johnson, Wash- 
ington, D. C., special consultant 
on public affairs for the Ameri- 
can Trucking Association, urged 
members to solve their own 
problems, without the help of 
the government. 

“Increased volume in_ the 
hardware and implement busi- 
ness mean little to the business- 
man who does not watch costs 
closely and practice the best 
business methods,” said Presi- 
dent Fronk in his annual ad- 
dress. 

Harold Anderson of the A-D 
Machinery Co. of Elko was mod- 
erator on the panel on farm 
equipment. Pearce, manager of 
Hesson Co. and a director of the 
association, also assisted. 

President Fred S. Walden of 


Elko, Nevada 


Geneva Steel of Provo, Utah, 
outlined development of the 
steel industry. 

William R. Noble, general 
counsel for the industry at 
Washington, D. C., outlined 
present and impending legisla- 
tion concerning the industry at 
the nation’s capital. 

Panel discussion leaders in- 
cluded John E. Carr, manager 
of the hardware division of 
Zions Cooperative Mercantile 
Institution of Salt Lake City 
and U. J. Kuhre, executive vice 
president of Strevell Paterson 
Co., Salt Lake City. Other 
speakers were Ralph Morris, 
sales manager of George A. 
Lowe Co. of Ogden, Utah, and 
C. J. Northrup, president of 
Idaho Hardware and Plumbing 
Co. of Boise, Idaho. 

During the convention ladies 
held luncheons. The ladies com- 
mittee was headed by Mrs. Rob- 
ert Pearce, chairman; Mrs. 
Harold Anderson, Mrs. William 
Moell and Mrs. Ira Pearce. 

The sessions came to a close 
with a banquet, with more than 
375 on hand for the event. Site 
of next year’s convention will be 
announced later. 
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California Gift Show Beats '58 


IX days of buying at the 48th 
California Gift Show by 81438 

registered buyers added up to 
a prosperous Spring ’59 market 
for the 550 exhibitors in Los 
Angeles from January 18-23, it 
was reported from all four lo- 
cations of the show. It was held 
at the Biltmore and Ambassa- 
dor Hotels, Merchandise Mart 
and Brack Shops. 

Last January 7816 buyers 
registered at the market, ac- 
cording to Trade Shows, Ltd., 
managers of the event. 

The healthy reaction to this 
first giftware show of 1959 in- 
fluenced manufacturers and im- 
porters who immediately began 
plans for exhibiting in the next 
California Gift Show, set for 
July 26-31, Sunday through Fri- 
day. 

A capacity crowd in the Bilt- 
more Bowl heard a _ Buyers’ 
Breakfast program introduced 
by sub-committee chairman Ed- 


mund J. Altschul (Altschul 
Sales Co.). Master of ceremo- 
nies for the occasion was Sam 
Balter, nationally known sports 
commentator. Guest speaker was 
John Carr, recently retired vice 
president and general manager 
of Buffums (Long Beach and 
Santa Ana) and newly ap- 
pointed California State Direc- 
tor of Employment. 

Carr’s talk, entitled “The 
Fate of Monuments” described 
his recent year-long visit to Eu- 
rope, and pointed out that many 
of its most famous monuments 
were actually “monuments to 
bad leadership, and should be 
torn down. We have not yet 
created such monuments in the 
United States, and should in- 
stead dedicate our monuments 
to raising the standards of re- 
sponsibility. 

“We are faced with a highly 
competitive situation trade- 


wise,” Carr continued. “But we 
should remember that the spoils 
of war are degradation; the 
spoils of peace are a_ better 
standard of living for us all.” 
Former Gift Show Commit- 
tee chairmen were specially hon- 
ored at the breakfast, including 
the senior chairman of 1943, C. 
F. (Ford) Snodgrass, retired, 
formerly of the Belford Studios ; 
Tom W. Hogan of the Flintridge 
China Co.; James B. Wilkins 
of the May Co.; Edmund J. 
Altschul of Altschul Sales Co.; 
Walter Starnes of Walter 
Starnes, Inc.; Ed Darville; Bob 
Greenberg of Greenberg & 
Behm; Ernest Wiley of Bul- 
lock’s Westwood; and Jack Car- 
rington, formerly of the Caven- 
dish Trading Corp. 
Winner of the No. 1 door- 
prize, $200, was Phyllis Johnson 
of Karen Margreta Imports of 
Corona del Mar, California. 





Foreign Competition Poses Problems 


“American workmen today 
must control wage costs to pro- 
tect themselves against rising 
foreign competition,” said Alex 
Walker Jr. of Salt Lake City 
at the Intermountain Associa- 
tion of Hardware and Implement 
Dealers in Elko, Nev. Mr. 
Walker is vice president of sales 
for Columbia-Geneva Steel’s In- 
termountain District, U. S. Steel 
Corp. 

Emphasizing that increased 
tariff protection is not a basic, 
permanent solution to the prob- 
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blem, Mr Walker said: “We are 
now in the first skirmishes of a 
worldwide battle of production 
which will rage for decades to 
come. If we survive this battle, 
we must compete.” 

He said the grim fact remains 
that we are losing the techno- 
logical margin that we have had 
over other nations, the main 
prop that has thus far sup- 
ported American wages at levels 
high above those prevailing else- 
where in the world, while pro- 
ductivity of American workmen 


has not kept up with the higher 
wages. He said government fig- 
ures show that wages have gone 
up more than 80% faster than 
output per man-hour in the first 
six years of this decade. 

As other measures to solve 
the problem of low-cost foreign 
competition, he said that busi- 
nessmen must do more to de- 
velop and install more efficient 
methods of production and that 
the Government must come up 
with a more realistic set of de- 
preciation laws. 
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“Meaty” Ideas Presented 


at Spokane Convention 


Pacific Northwest Hardware & 


Implement Association 


Jan. 25-27 


Spokane, Wash. 


AST-MOVING business 

sions of the Pacific Northwest 
Hardware & Implement Associa- 
tion’s 55th annual convention 
provided plenty of “meaty” 
ideas, projects and programs for 
the 375 delegates who sat in on 
them. The organization, com- 
posed of hardware and imple- 
ment dealers operating in Ore- 
gon, Washington and parts of 
Idaho, converged on the Hotel 
Davenport, January 25-27, for 
the annual get-together. 

For hardware retailers, Na- 
tional Retail Hardware Associa- 
tion President Melvin Kraemer 
offered his comments on the con- 
vention’s theme: “Retailing in a 
Changing Market.’ He warned: 
“The days are numbered for an 
amateur in retailing who re- 
mains an amateur.” 

The hardware panel discus- 
sion, moderated by T. Hedley 


ses- 


SWEEPER Gordon Jones, left, North 
Hill Hardware, Spokane, hustles con- 
vention delegates to business session. 
Those hustled are (left to right) 
Frank Morgan, Streaters, Spokane; 
W. D. Leaton, Kamiah Hardware, 
Kamiah, Ida.; and Jack Hollander, re- 
gional sales mgr., Streater’s Inc. of 
Calif. 


CONVENTION & SHOW SECTION 


NEW AND PAST OFFICERS of the Association are 
(from left to right): Past President—John Streiff, Lewis- 
ton, Idaho; managing-secretary—Malcom Smith; President 
—Herb Schneider, Hillsboro, Ore.; national director—John 
Spaan, Lynden, Wash.; vice presidents Robert R. Carey, 
La Grande, Ore. and W. D. Leaton. Schneider served as 
vice president in 1958 along with Hedley Dingle, Coeur d’ 
Alene, Idaho, who was not present for photo. 


Dingle, Coeur d’ Alene, Idaho, 
stimulated interest among hard- 
ware retailer delegates. Jack 
Hollander, regional sales man- 
ager for Streater’s Inc. of Calif., 
W. D. Leaton, Kamiah Hard- 
ware, Kamiah, Idaho, and Wil- 
bur Peters, Peters Hardware, 
Opportunity, Wash., offered 
their views on the subject “Mer- 
chandising Today and Tomor- 
row.” Covering “Credit Selling’ 
were John Crockett, Crockett 
Hardware, Orofino, Idaho, Harry 
Higgins, Marshall Wells Store, 
Moses Lake, Wash., and Claude 
Cunningham, manager of the 
Store Division of Jensen-Byrd 


yg ag 


THE ONLY WOMAN IN THE FAR 
WEST to complete the Advanced 
Course in Hardware Retailing, spon- 
sored by NRHA and Indiana U. is 
Mrs. Gillaspy, Hayden Lake Hard- 
ware, Hayden Lake, Idaho, who is 
holding plaque presented to her by 
Melvin Kraemer (right) while her 
boss, Glen Groscost, looks on. 


Co., Spokane. 

Another hardware session 
found Bill Chase, Gillard-Sneyd- 
Chase Co., Spokane, speaking on 
“the Revelation in Sporting 
Goods.” 

In general sessions, hardware 
and implement dealers heard Bill 
Noble, counsel for the NRHA 
and National Retail Farm Equip- 
ment Association, outline the as- 
sociations’ plans to fight to 
retain the small retailer’s ex- 
emption under the federal wages 
and hours law. 

Allan B. Kline, past pres., the 
American Farm Bureau federa- 
tion, urged dealer-delegates to 
take an active interest in poli- 
tics, saying, “Remember, that 
government is people, and no 
better than the politicians you 
elect. There is no unimportant 
job in government today!” 


MODERATOR for hardware dealers 
panel discussion (left) is T. Hedley 
Dingle, past pres. and owner of 
Dingle’s Hardware at Coeur d’ Alene, 
Idaho. A panel member, John Crock- 
ett, Crockett Hardware, Orifino, Idaho, 
discussed “Retailing in a Changing 
Market.” 


HARDWARE WORLD 





‘Double Profits 
by Improved 


Management’ 


North Coast Retail 
Hardware Association 
Portland, Ore. 
January 25-27 


ITH stock inventories be- 

hind them, hardware men 
from Oregon, Washington and 
Alaska gathered January 25, 26 
and 27 in Portland, Ore., for an 
inventory of ideas. 

The occasion was the annual 
convention of the North Coast 
Retail Hardware Assn., a con- 
clave which gave retailers a 
chance to exchange shoptalk 
with other retailers and to meet 
wholesalers and manufacturers’ 
representatives. 

The condition of small busi- 
ness is better than is generally 
believed, and profits of most 
firms could be doubled by im- 
proved management, declared 
the convention’s key speaker, 
John Paul Jones. He is presi- 
dent of John Paul Jones Asso- 
ciates Inc., of San Francisco, a 
firm that specializes in consul- 
tation and research work for 
small businesses in the West 
and Canada. 

Jones stressed the significance 
of small business to the na- 
tional, regional, and local econ- 
omy —a conviction that dates 
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CONVENTION & SHOW SECTION 


NEW OFFICERS of the North Coast Retail Hardware Association are, from 
left, Roy Winkenwerder, Yakima, Wash., Ist vice president; Donald Farr, 
Coquille, Ore., 2nd vice president, and Frank Hedges, Independence, Ore., presi- 
dent. Others are Mrs. Grace M. Lambert, Aberdeen, Wash., outgoing president, 
and Martin W. Danko, Tacoma, Wash., managing director. 


back to his youth in North Da- 
kota, when he worked in his 
family’s general store. 
Promotions used by hardware 
dealers to draw traffic to their 
stores were detailed by a panel 
of retailers headed by Neil 
Cochran, a progressive hard- 
ware man from _ Snohomish, 
Wash. The discussion included 
a new association service, the 
“ad mat library,” which makes 
available ad mats for newspaper 
advertising under a_ system 


SHOW STOPPER 
was this half- 
scale 3 hp replica 
of a 1903 Cadillac 
displayed by the 
W. M. Mfg. Co., 
San Diego, Calif. 
Priced at $595, 
vehicle can get 
up to 80 miles to 
a gallon of gaso- 
line and cruises 
at a speed of 35 
mph. Trying out 
the car for size 
are Mrs. Neil 
Cochran, Snoho- 
mish, Wash., and 
Krueger B. Jacob- 
sen, secretary- 
manager of the 
California Retail 
Hardware Asso- 
ciation. 


whereby manufacturers share 
some of the retailers’ advertis- 
ing costs. 

Safeguards businessmen can 
use to protect their stores from 
the estimated $800,000,000 an- 
nual toll taken by dishonest em- 
ployes, bogus check operators 
and other swindlers were pre- 
sented by W. W. Cruickshank, 
manager of the William J. 
Burns International Detective 
Agency. 

Also on the program was Wil- 
liam Noble, Washington coun- 
sel for the National Retail 
Hardware Assn. He offered a 
picture of legislative matters in- 
cluding such topics as fair 
trade, wages and hours, and 
taxes. 

Presidency of the North Coast 
Retail Hardware Assn. shifted 
to Oregon, as Frank Hedges of 
Independence, Ore., was ele- 
vated to the top spot. He suc- 
ceeded Mrs. Grace M. Lambert 
of Aberdeen, Wash. 

Roy Winkenwerder of Yak- 
ima, Wash., became first vice 
president and Donald Farr of 
Coquille, Ore., was elected sec- 
ond vice president. Martin W. 
Danko of Tacoma remains as 
managing director. 
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CONVENTION & SHOW SECTION 


Buying Heavy at San Francisco Shows 


HE largest attendance at any 
market in the Western Mer- 
chandise Mart, San Francisco, 
was recorded during the recent 
Winter Market, according to 
Henry Adams, manager. 

There was also a heavy in- 
crease in attendance at the Gift 
Show held concurrently at 
Brooks Hall, a block away at 
Civic Center. 

Exhibitors were truly using 
their order books as_ buyers 
were selecting wide assortment 
of merchandise and not just 
promotion items. 


MARKET PREVIEW LUNCHEON 
was held on Jan. 30 (Friday) for the 
opening of the Giftware and House- 
wares Show on Feb. 1 and the West- 
ern Market on Feb. 2. Buyers were 
optimistic. 


AT BROOKS HALL (a block away 
from the Mart) the Western Exhibi- 
tors Gift Show was in full force. 
Chafing dishes were featured in this 
booth. 
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The Mart recorded 19,186 
registrants from 30 states and 
Canada, Hawaii, and the Philip- 
pine Islands. This was 15 per 
cent better than 1958 which was 
bigger than any previous mar- 
ket. 

There was a _ Pre- Market 
Luncheon in the Phoenix Room 
of the Mart on Jan. 30 at- 
tended by giftware and house- 
wares buyers and sellers. On 
Feb. 4 there was a_ special 
luncheon for people in the lamp 
business. Its theme was “Lamps 
and Lighting.” Many examples 


TRAINED SEAL was made by train- 
ing shrub to grow on _ pre-shaped 
poultry netting. Three girls from the 
Merchandise Mart are getting in- 
structions on how to grow these 
topiaries. 


A BERIBBONED color wheel is back- 
ground for booth showing gift wrap- 
ping ribbons, bow-making machines, 
and other gift packaging ideas. 


of lighting for a purpose were 
demonstrated on the stage. 

The Western gas range man- 
ufacturers held a press confer- 
ence during the market at which 
time they announced the Gold 
Star Program designed to ac- 
quaint consumers with the Gold 
Star Ranges. This is an in- 
signia which range manufac- 
turers are allowed to use if the 
particular range complies with 
the Gold Star requirements. 
“Playhouse 90” is promoting the 
program nationally. 


ANOTHER LUNCHEON was held on 
Feb. 4 with the theme “Lamps and 
Lighting in the Home.” Many special 
displays of proper lighting were used 
to help dealers upgrade lamp sales. 


TWO HARDWARE MEN from 
Skaggs Hardware enjoy special signs 
in booth that displays humorous 
greeting cards, funny sayings and 
other novelty items. 
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HOME IMPROVEMENT 


(Cont. from previous week.) 





CLEAN-UP... 
This is a tie-in with local community develop- 
ment program... 
plies and tools. 


FIX-UP irha HARDWARE WEEK 


Tie-in with your Hardware 
Association program. 


PAINT-UP... 


feature paint, cleaning sup- 








GET THE GARDEN READY 

Feature long and short-handled tools, mowers, 
hose and sprinklers, seed, pest controls, plant 
food, and other garden supplies. 








MODERN SUPPLIES FOR THE HOME CHEF 


Feature cookware, kitchen tools, dinnerware, 
glassware, serving ware, preparation tools, etc. 


— 








Get The 


Garden Ready 


Schedule: April 4-17 


WINDOW —At the back of the window on a 
platform place a long, narrow carton or box loaded 
with dirt. Place a shovel into the dirt at each end 
with handles angled outward. From these handles 
attach a long narrow card on which is painted the 
words “Get The Garden Ready!” Feature all types 
of tools that are used in preparing the soil for 
planting and other supplies and equipment for 
use after the garden starts to grow. Also feature 
an advance showing of mowers, hose, and sprin- 
klers. Plant foods, fertilizers and pest controls 
should also be shown. 


DIRECT MAIL AD—A postacard may be 
printed with the theme “Get the Garden Ready!” 
A few lines about some of the tools that will be 
needed for this purpose should follow. Then follow 
with your name and address. Put the phone num- 
ber in very large type if you offer delivery service. 


RADIO AD—Garden tips for getting the garden 
ready will make an excellent basis for an interest- 
ing radio spot. Also mention some of the garden 
tools and supplies needed for the particular tip. 
Then mention that your store is headquarters for 
garden supplies. 
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NEWSPAPER AD—An illustration similar to 
the one shown in the merchandising calendar 
could be used in the ad. Feature tools and supplies 
particularly needed at this time and if you have 
the room, also illustrate in a preview section such 
items as power mowers, sprinklers, and other 
equipment to be used later in the vear. 


Clean-Up 
. Paint-Up 
Fix-Up 


Schedule: April 11-24 


OBJECTIVE—This promotion should be used 
as a tie-in with your local community development 
program. The dates will not necessarily coincide 
with our schedule; but should be somewhere near 
this time. The promotion should feature inside 
and outside paint, paint sundries, and supplies; all 
types of cleaning supplies and equipment for the 
inside and outside of the home; and hand tools 
and power tools for use around the home and 
such garden tools that are needed in keeping the 
garden under control. 

WINDOW —Use a sign in a frame about two 
feet by two feet square and on top of it place the 
tools that can be used as a symbol for clean-up, 
paint-up and fix-up. On one side use a brush, to 
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symbolize clean-up, in the center a large paint 
brush, and the other side a hammer. Use the 
center part of the window for showing paint and 
supplies. At the sides and up the back display 
first on one side the clean-up equipment and sup- 
plies and on the other side hand and power tools. 


DIRECT MAIL AD—Send a letter stating that 
your store is headquarters for all materials for the 
Clean-Up, Paint-Up, and Fix-Up campaign in your 
area. Include folder with paint chips as this is an 
excellent way to get people to start thinking about 
repainting their home. Also include other folders 
from manufacturers of equipment and supplies.. 


RADIO AD—You might sponsor a Clean-Up, 
Paint-Up, Fix-Up news program which gives re- 
ports on the progress being made on general com- 
munity programs. For example, if Boy Scouts or 
Girl Scouts have a particular project, mention 
what it is and what developments have taken 
place. You might also hold a contest among school 
children offering prizes for the best letter on what 
this program means to the community. These 
letters would make interesting reading on the air 
and would certainly attract the attention of 
parents. 


NEWSPAPER ADS—The illustration as shown 
in the merchandising calendar could be used for 
your newspaper ad. Divide the ad up into three 
parts and list equipment and supplies under each 
heading. For example, use Clean-Up as one head- 
ing and list under it the major items that will be 
needed and the cost of each item. 
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Modern Supplies 
For the Home Chef 


Schedule: April 18-May 1 


OBJECTIVE—This promotion is designed to 
upgrade the housewife’s kitchen tools, supplies, 
and equipment. Feature better quality merchan- 
dise such as better quality ladles, forks, spoons, 
etc. Also show all types of tools for the prepara- 
tion of food. Dinnerware, glassware, and all other 
types of serving ware should be promoted. 


WINDOW—Use a card for the sign “Modern 
Supplies for the Home Chef” at the base and to 
one side place a chef’s head. This can be made 
simply out of a rubber ball about six to eight 
inches in diameter. First make a collar out of 
cardboard about two or three inches high and 
about four inches in diameter. Set the ball on 
this and fasten chef’s hat to the top of the ball. 
The face can be made simply by a grease crayon. 
Use a curved line for the mouth and two dots for 
the eyes with small dashes for eyebrows and small 

Continued on Page 57 
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Fast movers, these SQUARES/PRAIS 


Bice: 


AND NO WONDER—Sqauarespray 
offers no wet walks, no waste water 
simply because it is designed to 
WATER IN A PERFECT SQUARE pat- 
tern 2’ x 2’ to 35’ x 35’. The list 
price is a real inducement, too... 
only $2.95 each. 


> the original and still the best 
BESS PEO, <8 eens 


PROEN HEAD mode! 654 WATERFEEDER® mode! 200 


Designed ex- 
pressly for fer- 
tilizing through 
underground 

sprinkling sys- 
tems. Uses any 
type of soluble 

= plant food. Ad- 

= justable control 
valve regulates 
dissolve or mix- 
ing rate. 


For sprinkler systems in garden 
areas, sprays exact square pattern 
from 2’x2’ to 35’x35’. 


TL 


WATERFEEDER® mode! 954 


A low cost fer- 
tilizer applicator 
for use with any 
type watering 
device including 
sprinklers, soak- 
ers, etc. Garden 
Hose Connec- 
tions. 


WATERFEEDER® mode! 100 


Use with any 
type of water- 
ing or sprin- 
kling device. 
For water feed- 
ing any soluble 
plant food- 
liquid, granu- 
lated, cartridge 
or tableted. 


WATERSPIKE® mode! 553 


2 Way Sprinkler-Irrigator. 
Ideal for watering direct- 
ly to roots of shrubs, 
trees, bushes. Also 
overhead sprinkling 
in exact square 
pattern of 2°x2" 

to 35’x35’ 


WATERFEED* 


Concentrated 
high analysis 
water soluble 
cartridge 
type fertiliz 
ers. Two For- 
mulae 
Waterfeed 
30-10-10 for 
lawns, leafy 
shrubs, trees 
Waterfeed 
15-40-10 for flowers, 
fruits, vegetables, etc. 


PRODUCTS COMPANY 


9th and Grayson, Berkeley 10, Calif. 


Contributions to Finer Gardening 


For Details Circle 36 on INQUIRY CARD 
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CAMPBELL — 


Now, Complete Chain Making Facilities 
For The First Time On The West Coast 


Campbell Chain’s new plant at Alvarado, California is the most 
modern chain plant in the nation. The completely integrated plant 
is equipped to supply Campbell warehouses in Portland, Seattle and 
Los Angeles, and makes possible same-day or overnight shipment of 
Campbell Chain’s complete line of welded and weldless chain. 


The Alvarado plant marks a major development in the expansion 
of the company, adding to manufacturing facilities at York, Pa. 
and West Burlington, Iowa, and warehouses across the nation. 


CAMPBELL CHAIN Comsany 


York, Pa.—W. Burlington, lowa—Alvarado, Calif. 


CAMPBELL 
CHAI N E. Cambridge, Mass.—Atlanta, Ga.—Dallas, Texas 


Chicago, IIl.—Seattle, Wash.—Portland, Ore. 
San Francisco and Los Angeles, Calif. 


MERCHANDISING AIDS 


SQUARE ’N CIRCLE sprinkler dis- 
play tells and sells the product in one 
glance. Colorful “Demo-Pac” includes 
three Square ’n Circle sprinklers. Dis- 
play is 18” high, 15” deep and 22” 
wide. —H. B. Sherman Mfg. Co. 

For Details Circle 238 on INQUIRY CARD 


PAINT BRUSH display is 16” high, 
25” long and 64,” deep. Holds 10 
sizes of brushes. Display is included 
in any $75 brush assortment.—Purdy 
Brush Company 

For Details Circle 239 on INQUIRY CARD 








“Tu RNOVER TARGET is a _ perma- 
nent display which is free with pur- 


|chase of one each of the basic 21 
|items. For three years the firm has 
| been researching the hardware mar- 


ket which resulted in redesigning the 
packaging of their hardware items. 
The result was an eye-catching 
hangup package to promote faster 
turnover. The next step was a basic 
stock measuring tool program. Tests 
showed selection of merchandise will 
account for 95% of dealers’ sales of 
measuring tools—The Lufkin Rule 
Co. 
For Details Circle 240 on INQUIRY CARD 





(Continued From Page 54) 
half circle for the nose. Place a large white hand- 
kerchief around the neck and tie at back of ball. 
Display merchandise on floor and on risers. 


DIRECT MAIL AD—Send a postcard out with 
copy somewhat as follows “You are invited to an 
exhibit of modern supplies for the Home Chef. 
How often have you longed for equipment and 
supplies in your kitchen that not only perform 
excellently, but are proud to behold? Come see 
some of the finest kitchen tools, dinnerware, glass- 
ware, etc. that you can find and at prices you can 
afford. They can also be bought on our special 
credit plan.” 


RADIO AD—The copy may be adapted to a 
radio spot. 

NEWSPAPER AD—For an illustration you can 
use the drawing as shown in the merchandising 
calendar. Your local newspaper will probably have 
several mats of chefs that might be used. Use 
illustrations of kitchen tool sets, dinnerware pat- 
terns, glassware, etc. 


CALFAIR APPOINTS MERCHANDISE COMMITTEE 


MERCHANDISING ADVISORY COMMITTEE for the 
California International Trade Fair and Industrial Ex- 
position selected include five top-ranking retail executives 
from the Los Angeles area. They include, from left, 
committee chairman John Laun, J. W. Robinson Co.; Vaile 
Young, Buffums’ department store, Long Beach; Albert 
Rosenberg, the May Co.; and Miss Dorothy Marshall, 
Broadway Stores. John J. Mahoney, Barker Bros., the 
fifth member, is not shown. The Fair will be held at the 
Great Western Exhibit Center April 1-12. 





COMING . .. the big Springtime Is Gifttime pro- 
motion in the April issue of HARDWARE WORLD 
. - « Don't miss it! 
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Do floor nails 
rip into your 


Holt demountable 
drum cushion keeps 
rental sander 
always working 


rental trade. 

P Only Holt Streamliner 8 
Floor Sander 

exhausts dust thru 
removable handle. 


When you rent Holt sanders you have the profitable advantage of 
patented demountable drum cushion that you can replace on the 
job or in your store in a matter of 5 minutes. All you have to do 
when the inevitable damage to cushion occurs, is loosen one nut, 
take off the old cushion, slip on the new one —and you're in 
business again. You don’t even remove the drum—just the cushion 
itself comes off. Thus there’s no lost rental while waiting a num- 
ber of days for an exchange drum from the factory, or for a re- 
paired cushion to “set”... no need to tie up capital in spare drums. 


To remove cushion, 
loosen this nut. 


Slip off old, slip 
on new cushion. 


Another exclusive advantage for you is the streamlined design 
of the Holt rental sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
dust bag, leaving the machine free of gadgets that catch and 
break. It’s easy to put into and take out of private automobiles. 
For full details, mail coupon NOW. 


bly 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 
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MANUFACTURING CO. 


BETTER FLOOR MACHINES 
FOR MORE THAN 30 YEARS 


HOLT MFG. CO. Dept. K-3 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Please send me folders describing Holt rental machines. 


NAME POSITION 








FIRM 





ADDRESS. 





For Details Circle 25 on INQUIRY CARD 
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“SILENT SALESMAN” display rack 
holds five dozen, '-pound packages 
of tacks, wire nails and brads. Can 
be used with Peg-Board or as an 
easel for counter display. Easy to 
load and keep full. Full sized illus- 
trations on colorful packages make 
easy selection and create impulse 
buying.—W. W. Cross & Company 
For Details Circle 245 on INQUIRY CARD 


MASON-DUSTER or mason coating 
brushes counter display package in- 
cludes two dozen brushes in three 
sizes. Package is designed for self- 
merchandising. — Pittsburgh Plate 
Glass Company 

For Details Circle 246 on INQUIRY CARD 


EW ECOMOMY-PACK 


2- Poly Fart 


| STORM Winoows 


 )y STORM it ge 
— Winoows 
Read, 


POLY-PANE STORM WINDOW KIT 
package in three-color plastic en- 
velope contains two full-size windows. 
Designed for self-service. — Flex-O- 
Glass, Inc., Warp Bros. 

For Details Circle 247 on INQUIRY CARD 
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Merchandising Aids 


CIRCULAR RACK for garden hose 
and flexible sprinkler may be moved 
from traffic spot to traffic spot on its 
free wheeling castors. Unit measures 
261,” in diameter, 42” high.—Supplex 
Company 

For Details Circle 248 on INQUIRY CARD 


Sar ® 


a 


pits Date eae 
FOUR WAY BLADE merchandiser in 
four colors is a metal type display, 
8 x 18 inches, and holds as many as 
120 10- and 12-inch Star Standard 
Flexible Back and Moly High Speed 
blades.—Clemson Bros., Inc. 
For Details Circle 249 on INQUIRY CARD 


Vy ute It Ss 


EASEL BACK DISPLAY CARD 
shows blow up of “Triple Guarantee” 
certificate affixed to the barrel of 
vacuum bottle for consumers’ benefit. 
—The American Thermos Products 
Co. 

For Details Circle 250 on INQUIRY CARD 





MARINE ROPE RACK stands 24” 
high and takes up less than one 
square foot of floor space. Rack 
offers dealer easy, low cost, low in- 
ventory way for marketing marine 
rope of all types —John H. Graham & 
Co., Ine. 
For Details Circle 241 on INQUIRY CARD 











2 e 
a é 


“COLOR CARA-SELL” merchandise 
assortment and display packs $200 
(at retail) worth of polyethylene 
housewares into five square feet of 


floor space, displayed in a 30-inch 
circle, the width of the display fix- 
ture.—The Plas-Tex Corp. 

For Details Circle 252 on INQUIRY CARD 


DEALER SALES AID for lawn care 
equipment includes floor display, 20- 
minute 16 mm color sound movie, 
recorded radio and TV spots, outdoor 
steel store sign, decals, posters, etc. 
—Western Tool and Stamping Co. 
For Details Circle 253 on INQUIRY CARD 
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MERCHANDISING AIDS 


WORKING MODEL features Aluma- 
Slide sliding door track set for use 
by the average home-owner or the 
professional builder or carpenter. 
Made of sturdy extruded aluminum. 
—Macklanburg-Duncan Co. 

For Details Circle 242 on INQUIRY CARD 


SETS AND OPEN STOCK wrenches 
displayed together includes automatic 
inventory control guide, description 
plus price of each item eliminating 
catalog reference. Takes only three 
feet of wall space.—Barcalo. 

For Details Circle 243 on INQUIRY CARD 


Spray Gun Display 


A three-color shipping carton can 
be converted quickly into a spray 
gun display case for counter, shelf 
or center aisle use. Case is cut open 
along a dotted line and the top is re- 
moved. The counter card slips into 
position, and the dealer displays his 
wares according to available space. 

The Bradson Company, Inc. 

For Details Circle 254 on INQUIRY CARD 


Kitchen Clock Display 


Eye-catching “merchandiser” dis- 
play shows the complete color selec- 
tion of kitchen clocks, an assortment 
of five modern kitchen colors in only 
16” of display space. It can be used 
either as a counter display or as a 
wall display. It is ideal for high 
traffic stores, housewares, department, 
hardware and variety stores. Display 
allows dealer to make a dramatic 
presentation of decorator colors offer- 
ed in the kitchen clock line.—Sun- 
beam Corporation. 

For Details Circle 255 on INQUIRY CARD 
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The NEW TAYLOR CHAIN salesmaker 


ROLLS OUT CHAIN SALES 
ROLLS UP GOOD PROFITS 


Taylor’s new store-tested chain salesmaker creates a dramatic 
display ... speeds selection of any of 32 types and sizes of chain 
and attachments .. . stimulates the best chain profits in the hardware 
business! All on /ess than 2 sq. ft. of floor area. Put this new cost- 
cutting, profit-making, chain sales 
tool to work in your store right away. 
Long leverage chain cutter included. 


aylor 
ade 


Call your jobber or write today. 


Ss. G. TAYLOR CHAIN CO., INC. 
Hammond, Indiana 


CHAIN SINCE 3505 Smaliman St., Pittsburgh, Pa. 


For Details Circle 27 on INQUIRY CARD 








AUTOMATIC ENTRANCE is all- 
electric in operation with frame and 
operating mechanism designed as an 
integral unit. Narrow-line framing 
gives entrance an attractive, modern 
appearance.—Kawneer Company 

For Details Circle 256 on INQUIRY CARD 


PRICE MARKING MACHINE called 
the Stamp-It feeds labels automati- 
eally under a _ rugged self-inking 
printing head which then imprints 
price in clear, large, legible type on 
each label.—A. Kimball Co. 

For Details Circle 257 on INQUIRY CARD 








TWO-WHEELED HAND TRUCKS 
are of one-piece tubular steel with 
cross braces and nose plates of heavy 
gage steel. Trucks designed to handle 
flat or round payloads with equal fa- 
cility—The Paul O. Young Company 
For Details Circle 258 on INQUIRY CARD 
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Store Operations 


COLORANT MACHINE is electri- 
cally operated. Called the “Fashion 
Color” Blender, machine employs a 
single setting dial control which is 
simple to operate.—Sapolin Paints 
Inc. 

For Details Circle 259 on INQUIRY CARD 


BRAND NAMES WEEK SCHEDULED 


Brand Names Week will be held 
from April 12 to 18 as announced by 
Brand Names Foundation, Inc. They 
also announced that they have a 16- 
page Promotion Plan Book with ideas 
of every type of retailer, as well as 
point-of-sale display kit. 





“SPACEMASTER 300” MERCHAN- 
DISER can be used as a single eight- 
foot unit, or extended in 48” sections 
to any desired length. Also available 
as a complete merchandiser in 12’, 16’, 
20’ and 24’ units.—Reflector Hard- 
ware Corporation 
For Details Circle 260 on INQUIRY CARD 


STORE DECORATION MATERIAL 


A selection of store decoration ma- 
terial for a “Tool-up Time” tool pro- 
motion is offered by True Temper 
Corporation. The selection consists 
of a large banner, posters, point of 
sale handle tags, newspaper mats and 
display suggestions for the promotion. 


ILLUMINATED ISLAND DISPLAY HIGHLIGHTS HIGH PROFIT ITEMS 


TRANSLUCENT PANELS of island display are back-lighted by fluorescent 
lamps, and feature three glass shelves, adjustable brackets, and a choice of 
seven decorative colors. Units are available in 48” height, and three-, six-, 
nine-foot lengths or any three-foot increment. Use of back-lighting, trans- 
lucent panels and glass shelves creates a dramatic, highly reflective display. 
Back-lighted displays are available in half-island and wall units.—The Bulman 


Corporation. 


For Details Circle 244 on INQUIRY CARD é 


HARDWARE WORLD 





bo NEW! 


® 
itt 1 (] Tie slr 


> GLOWION G Spray Paints 


YY es 


6 dazzling fluorescent colors that glow brilliantly in 
daylight. Green, lemon yellow, cerise, sunset gold, 
yellow orange, red orange. Many safety uses—hunting 
caps, bicycles, car bumpers, airplanes, trucks, tractors, 
trailers, boats, etc. Also artistic uses—posters, banners, 
exhibits, floral displays, festive ornaments, etc. In 
16-0z. cans. 


INTRODUCING... 
KRYLON Farm Implement Spray Enamels 


1 9 colors used by America’s lead- 
FLuoRESCEN ' ing manufacturers of farm equip- 
SPRAY pAl ment. Allis-Chalmers Orange, In- 


ternational Harvester Red, John 


= Deere Yellow, Ford Gray, Min- 
RED ORANGE-O>> Tey - = neapolis-Moline Prairie Gold, 
No. 310! <a =; — John Deere Green, Caterpillar 


Yellow, Case Flambeau Red, 
yrts 


KRYLON,. INC. DRIES IN min Oliver Green. In 16-o0z. cans. 


NORRISTOWN, PAN 22 best-seller colors; Crystal-Clear; Varnish Sprays 


IF YOU PRIZE IT... KRYLON-IZE IT! 
For Details Circle 28 on INQUIRY CARD 





"itaowar DALTON | $2? | POWER TOOLS 


PRESENTS— 

















A Spectacular New Line of Portable Electric Tools with Professional Quality 
Features and Rugged Styling—AT PRICES THAT BEAT COMPETITION! 
8 BEST-SELLING POWER TOOLS MoDe Nc. 5250-2 


For Builders, Maintenance Men, DRILL ‘d 
Home Owners and Industry ‘owe 


ss ood. Full load 
% Heavy-Duty, Precision-Made, Plenty {> ee 1200 rpm. 


Powerful 115 volt AC- 


of Reserve Power DE motor. |” Jacobs 
. oe ¢ re chu 
Ne % Lustrous Mirror Finish iD. uirust all. bearings. bg Or 

Automatic . 
fae Attractive Display Boxes No. 0250-3, 3-wire cord 


for H.D. industrial use. List 

i wt — No. pss * Prices that Insure Fast Turnover and 
7" POWER SAW ® im Profit Margins 
ws MODEL No. D44 SABRE SAW. Cuts 2r4s, ply- 

Powerful 1% H.P. motor, 110-120 | wood, plastics, metal. Powerful % H.P. Motor, 
volts AC-DC, Cuts up to : 115 volts AC-DC, 3500—11/16” strokes per minute. 
2%” at 45 deg. Combination blade. 1} Adjustable base for bevel cuts to 45 deg. angle. 
Rip it tases. List. . $48.95 } Complete with mitre gauge and 3 blades. 
No. 07 


‘ower Saw. Ball 
Bearing. List $58.95 











MODEL No. . \oee WE; | oRDER Now MODEL No. D380 
D509-2 \ FOR AL } , ¥%e" ELEC. DRILL 
Y¥2" ELEC. - ; PROFITABLE m_, ~ >a Perfect for the professional 


oj: user. Powerful 115 volt AC- 

DRILL « 4 Fei SPRING -* ba mee 7 Dc - é Full iced speng 00s 

ad — 3 ! - - r.p.m. ” Jacobs gear 
i one all — ce . —. PROMOTIONS! = key. H.D. multiple thrust ball bear- 

y Ae “Powerful 1 ¥ 15 volt ings. 3-wire cord and adaptor. Auto- 
fiom motor. %” ati geared : | matic trigger switch. List $32.06 
chuck and key. H.D. multiple ; Your Jobber Stocks, or 
| aa ball bearings. Top han- 

cord. List 


dle, 2-wire $44.95 2 | Can Get for You! Other Top Quality DALTON Products 
Model No. 0500-3. 3-wire cord 


Dalto: d Spee-Dee Sawh Brackets 
Qustrial Use. List--..-$4805 DALTON MFG. co. Dalton Fully-Mechanical Sawhorse Legs 
: Dalton Portable Electric Jig Saws 
ALL U.L. APPROVED 30 s. Central Ave. Dalton and Page to — peace Hangers 
*%& rutty Guaranteeo * St. Louis 5, Mo. SURSOSs Ta.S ee See 
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JET-DRI PAINT window and in- 
store displays and sales aids are listed 
in this eight-page illustrated folder 
issued by Consolidated Chemical & 
Paint Manufacturing Co., Inc. Folder 
is designed to help dealers set up 
attractive, hard-sell, in-store Jet-Dri 
promotions. Folder includes illustra- 
tions of window streamers, display 
cards, buntings, ad mats, counter dis- 
plays, envelope stuffers, color cards, 
mailing brochures and demonstration 
cans and kits. Sales aids come in 
full color and emphasize key features 
and applications of the new enamel. 

For Details Circle 211 on INQUIRY CARD 


ELMER’S GUIDE TO GOOD GLU- 
ING is a 16-page, pocket-side booklet 
issued by the Borden Company which 
is designed to help the home handy- 
man with all his gluing problems. 
Included are sections giving tips on 
wood gluing, a reference table, how to 
use clamps and jigs, etc. 

For Details Circle 212 on INQUIRY CARD 


ONE-PIECE PIPE INSULATION 
brochure issued by Owens-Corning 
Fiberglas Corporation describes and 
illustrates insulation for hot and cold 
water and low pressure steam lines. 
Eight-page, two-color brochure con- 
tains descriptive material, technical 
data, and specifications. 

For Details Circle 213 on INQUIRY CARD 


TREASURE CHEST GUIDE, com- 
piled by the Republic Company, is a 
complete “how-to” Guide covering the 
Treasure Chest Lucky Key promo- 
tions. 

The guide shows how many retail- 
ers, large and small, have found the 
idea a powerful, low-cost traffic and 
sales builder. 

For Details Circle 214 on INQUIRY CARD 


DOMESTIC AND INDUSTRIAL 
plumbing products are described and 
illustrated in this 44-page catalog is- 
sued by The Royal Brass Mfg. Co., 
along with specifications. 

For Details Circle 215 on INQUIRY CARD 
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SANDPAPER SELECTION 
CHART issued by the Behr-Manning 
Co. tells the best sanding method and 
the most suitable type of abrasive to 
achieve best results in finishing wood, 
metal plastic, plywood, composition, 
ceramic and stone surfaces. Recom- 
mendations are also given for both 
hand and portable machine sanding. 
The chart lists the proper grit se- 
quences for the rough, intermediate 
and finish sanding. On durable yellow 
card stock, the chart is 11 inches wide 
by 17 inches high for hanging on the 
wall. 

For Details Circle 216 on INQUIRY CARD 


STAR PIN-GRIP hammer driven 
blind rivets catalog issued by the Star 
Expansion Industries Corporation is a 
six-page, 8', x 11 brochure featuring 
engineering drawings and full speci- 
fications on the complete line of Pin- 
Grips for metal-to-metal and metal- 
to-wood fastenings. A total of 154 
different sizes are listed in charts. 
Also included are eight, large half- 
tone drawings with detailed insets, il- 
lustrating the use of Pin-Grips in 
metal fabrication, maintenance and 
repair work. 
For Details Circle 217 on INQUIRY CARD 


AUTOMATIC SAW FILER bro- 
chure issued by the Foley Manufac- 
turing Co., describes and illustrates 
filers for combination, band and cir- 
cular saws as well as band, circular, 
hand and electric ban saw setters for 
saw tiling service stations. Brochure 
covers the basic machine design and 
specifications. 

For Details Circle 218 on INQUIRY CARD 


ELECTRIC CORD REELS four- 
page catalog sheet issued by Cordo- 
matic describes and illustrates the 
company’s line which includes the 
household Handy-Lite Reel, Multiple- 
Outlet Reel, heavy-duty drop cord set 
and the shop light handle and guard. 
Specifications for each model is fully 
covered. 

For Details Circle 219 on INQUIRY CARD 


DAIRY TIN WARE is described 
and illustrated in this four-page cata- 
log issued by the Container division 
of Jones & Laughlin Steel Corpora- 
tion. Products included are tinplate 
pails, swiss milking pails, milk strain- 
ers, and cream cans. Selling points 
of the pails, cream cans, and strainers 
are fully covered in the catalog. 

For Details Circle 220 on INQUIRY CARD 


THERM-X-RED IMMERSION 
HEATERS are described and _illus- 
trated in this six-page brochure is- 
sued by the N. J. Thermex Company, 
Inc. Brochure explains simple pro- 
cedure for computing electric heating 
requirement curve for liquids and 
covers the features of the heaters. 

For Details Circle 221 on INQUIRY CARD 


BERG SELECTOR MOVING 
TRAYS catalog sheets illustrate and 
describe the company’s line of moving 
display trays. Trays are designed to 
eliminate losses from pilferage and 
to keep merchandise clean and sale- 
able. Issued by the Berg Company, 
Ine. 

For Details Circle 222 on INQUIRY CARD 
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EENSCO)~ 


BUSHMAN 
BOW eee 
- ae 
GIVE 
YOU 


LONG SERVICE PROFABILITY + 


PLASTIC & SOLDERLESS| 


COPPER FLOATS 


Individually inspected, tested and guaranteed 
leak-proof. The high-impact polystyrene is unaffected 
by the chemical content of any water. 

Exclusive seam and spud construction makes the 
copper float the world’s strongest. 

Sizes, shapes and styles for every requirement. 
Humidifier and sump pump floats. 

Special floats made to your specifications. 


SPIN-SEAT’ TANK BALLS 


Revolve on flushing. Seat in different position every 
time. 


RITE-SEAT’ TANK BALLS 


Both are live rubber. Guarantee positive closing. Fit 
all standard tanks. Packaged in attractive boxes and 
dozen-lot display cartons. 


Catalog and prices on request. 


THE REICHERT FLOAT & MFG. CO. 


2248 Smead Avenue ° Toledo 6, Ohio 


*Trademark Reg. 


For Details Circle 30 on INQUIRY CARD 
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Gensco Bushman bow saws are the fast, easy 
cutting saws with genuine Swedish steel blades 
that everyone wants. Home owners, farmers, 
campers use these famous saws for cutting fire 
wood, pulpwood, fenceposts, pruning and general 
work. 

The Gensco line sells faster and offers you more 
profit potential. And it has more exclusive pat 
ented features, too. Series 300 has an exclusive 
adjustable one-piece tension stud that simplifies 
blade changing, eliminates loss of pins, and 
maintains constant blade tension. 

Order your supply of Gensco Bushman bow saws 
from your jobber today. 

Other Products include: Swedish Wood Chisels, 
a Full line of Builders’ and Shelf Hardware, Stove 
Bolts and Wood Screws. 

% Profability—that quality in Gensco Tools that 
makes them sell easily, satisfy customers, main 
tain a full profit margin 


f % 
ej] 3 fei eo we gele)] ae 
Division of General Steel Warehouse 
. "A OP DMR Ae: ~ RAR INS. Rk Ps 


1808 N. Kostner Avenue + Chicago 39, Illinois 


For Details Circle 31 on INQUIRY CARD 





ABOUT 


PEOPLE 


Landers Appointments 


Ralph 
Moore 


B. J. 
Ruberry 


Two sales appointments have been 
announced by Landers, Frary & 
Clark, New Britain, Conn. Ralph 
Moore, who for the last three years 
has been sales manager for the Elec- 
tric Steam Radiator Corp., Paris, Ky., 
a subsidiary of Landers, Frary & 
Clark, has become sales manager of 
the hardware and vacuum goods divi- 
sion. 

Moore is located at the company’s 
New Britain headquarters and is 
responsible for all sales, merchandis- 
ing and advertising functions. 

B, J. Ruberry, who has been district 
sales manager for the company’s home 
cleaning equipment division in the 
Philadelphia area, has been appointed 
sales manager of the Electric Steam 
Radiator Corp. Ruberry has been as- 
sociated with the company since 1948. 


New Stanley Sales Head 


Clyde S. Gischel has been appointed 
director of marketing and sales for 
The Stanley Works, New Britain, 
Conn. Gischel has been director of 
marketing since January, 1956. 

The company also announced the 
retirement of Rodman W. Chamber- 
lain, vice president in charge of sales. 
With Chamberlain’s retirement, 
Gischel’s new post was created to 
combine the function of marketing 
and sales. 

Gischel came to The Stanley Works 
in 1956 from the Westinghouse Elec- 
tric Supply Company where he had 
been general manager of consumer 
products. Chamberlain has_ served 
more than 44 years with the com- 
pany following graduation from Wil- 
liams College. 
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Thermos 
Appoints 
Sales 
Manager 


Frank A. 
Caskey 


Frank A. Caskey has been appoint- 
ed sales manager of The American 
Thermos Products Company, Norwich, 
Conn. Formerly assistant sales mana- 
ger, he has been with the company 
for 11 years with previous assign- 
ments in the Seattle, Wash., and 
Pittsburgh, Pa. territories. 


Sherman 
Appoints 
Sales 
Manager 


Bruce R. 
Simmons 


Bruce R. Simmons has been ap- 
pointed sales manager for the H. B. 
Sherman Manufacturing Company, 


Battle Creek, Mich. Simmons joined . 


Sherman as sales representative in 
1945. He was named assistant sales 
manager in 1949. 


Clinton Western S.M. 


Hobson B. Carroll has been ap- 
pointed Western division sales man- 
ager for the Clinton Engines Corpora- 
tion, Clinton, Mich. He will be re- 
sponsible for nine territory managers, 
23 states and Western Canada. Carroll 
started with Clinton as an original 
equipment salesman and advanced 
through the ranks of regional and 
territory sales manager. 

Carroll replaces Vince Benton, who 
has been re-assigned to the post of 
Eastern division sales manager. Re- 
alignment of sales executives is part 
of Clinton’s planned growth to meet 
increasing demand for the company’s 
products. 


Donald §. 
Burns 


Robert C. 
Sabini 


WHITTIER, Calif. — Robert C. 
Sabini and Donald S. Burns, West 
Coast executives of Ecko Products 
Company, have been elected vice presi- 
dents of the parent corporation. 

Sabini is president of Worley & Co., 
Pico Rivera, Calif. He has held this 
position since March 1957, and before 
that was assistant to the president of 
Ecko. 

Burns is president of two of the 
Chicago firm’s Whittier subsidiaries: 
McClintock Manufacturing Co., and 
Lighting Dynamics. In the eight 
years he has been with Ecko, Burns 
has held several executive positions, 
most of them on the West Coast. 


Wyoming 
Hardware 
Appoints 
Sales 
Manager 


F. T. 
Kovacich 


CASPER, Wyo. — Appointment of 
F. T. “Steve” Kovacich as sales mana- 
ger for Wyoming Hardware Com- 
pany, was announced by Paul J. Man- 
ly, general manager of the wholesale 
hardware concern. 

Mr. Kovacich has been with the 
company since its founding in 1953 
as Wyoming’s only wholesale hard- 
ware organization. He previously has 
served as a territory salesman, work- 
ed on specialty sales and has been in 
charge of the sporting goods depart- 
ment. 
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ABOUT 


FIRMS 


S & 9 Dealers Meet 


MINNEAPOLIS—About 1500 deal- 
ers, wives, and key personnel of Ser- 
vice & Quality hardware store re- 
tailers attended the Annual Confer- 
ence here February 1-4. It was held 
at the Leamington Hotel. 

The S & Q Stores are part of a 
franchise arrangement by Janney, 
Semple, Hill & Co. As of January 1, 
this long-time wholesaler announced 
that they would sell only to their 
affiliated Service and Quality hard- 
ware stores. They have two other 
divisions, and industrial division and 
the Janco Division which sells Gold 
Seal Floor Covering Lines and major 
appliances. 

Planning for the conference has 
taken over nine months. It was a 
combination education program for 
the improvement of store manage- 
ment and spring buying event with 
new spring lines on display approxi- 
mately 125 top manufacturers display- 
ed their new products at the confer- 
ence. 

A special feature of this store man- 
agement phase of the program was 
the solving of dealer management 
problems as if in their own store. 
This was handled through seminars 
at the conclusion of each of the four 
main management talks. 


New Hampshire Manufacturer 
Visits The West 


SAN FRANCISCO — George E. 
Mason, Vice President, Sales, Goodell 
Company of Antrim, New Hampshire, 
recently visited the firm’s manufac- 
turers’ representatives in the West. 
He spent some time visiting the trade 
with Dick Grannis of Grandco Sales, 
Emeryville, California. 

In Los Angeles he visited the trade 
with Nat Boyer, Boyer Co. sales rep- 
resentatives. In Portland he appoint- 
ed Charles Beek to cover the North- 
west. Mason visited dealers in 
Spokane and Seattle as well as Port- 
land with the new representative. 

The West is not new to Mason as 
he spent five years in Seattle during 
the early 30’s. 

The Goodell Company manufactures 
cutlery and hardware specialties. 
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COMMITTEE BLUEPRINTS PLANS FOR YOSEMITE CONFERENCE 


COMMITTEEMEN OF NORTHERN CALIFORNIA BUILDERS HARDWARE 
met in January in San Francisco to lay out plans for the 14th Annual Pacific 
Coast Builders’ Hardware Conference to be held at the Ahwahnee Hotel, 
Yosemite National Park, May 17-19. General Chairman is G. Vernon Lewis 
(Seated, Center) who is showing the rest of his committee some of the 
preliminary plans. To his right is Roberg Logan, AHC, chairman of Chapter 
19 Architectural Hardware Consultants; and to his left, George Merrill, AHC, 
National Secretary for the American Society of Architectural Hardware Con- 
sultants and Legal Advisor for the Yosemite Conference. Standing left to 
right: Tom Felts, AHC, entertainment chairman; F. Edward Hay, chairman 
of finances; Roger Graham, AHC, chairman of registrations; Lee G. Ray. 
AHC, chairman of publicity. 


SEATTLE POT & KETTLERS GET CONVENTION SITE READY 


ATTRACTIVE POSTER for Harrison Hot Springs Hotel is being held by Bill 
Clarke, asst. mgr. Others are Seattle Pot & Kettlers who visited the hotel, 
site of the P & K Convention, June 21-24. They are (I. to r.): James Stewart, 
Jr., convention chairman; Art Dunson, reservations; Erling Erickson, publicity ; 
Wally Suva, pres., Associated Pot & Kettle Clubs of America; and E. K. 
Wadlington, national treasurer. 
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NEWS 





NEMA 
Chairman 
Appointed 


Arnold O. 
Wolf 


Arnold O. Wolf, vice-president and 
general manager of the Hamilton 
Beach Company, Racine, Wis., Divi- 
sion of the Scoville Manufacturing 
Company, was elected chairman of 
the Electric Housewares Section of 
the National Electrical Manufactur- 
ers Association. 

Wolf succeeds J. P. Mcllhenny, 
vice-president in charge of sales, 
Waring Products Corporation, New 
York City, a subsidiary of Dynamics 
Corporation of America. Scott C. 
Rexinger, Elgin, Ill., sales manager 
of the Toastmaster Division, McGraw 
Edison Company, was elected vice- 
chairman of the Electric Housewares 
Section. 


Grandco Sales Move 


OAKLAND — Grandco Sales, Inc. 
have moved from Emeryville to 4 
Yosemite Avenue, Oakland 11. The 
firm which represents a select group 
of major manufacturers, will have 
double warehouse space in their new 
location. 

James C. Anderson is president of 
the firm, Ralph I. Wall, vice presi- 
dent; and Richard W. Grannis, Sec- 
retary-Treasurer. The firm specializes 
in selling housewares, giftwares, and 
gadgets. One of their effective selling 
tools is a trailer stocked with mer- 
chandise displays. (See November 
HARDWARE WORLD 1958) 


Gelvatex and Morwear 
Sign Sales Agreement 


LOS ANGELES—A reciprocal sales 
agreement between the Gelvatex 
Paint Division of Shawinigan Resins 
Corporation here and the Morwear 
Paint Company of Oakland, Califor- 
nia has been announced jointly. Under 
the terms of the agreement, The Mor- 
wear Company will handle the Gel- 
vatex products in Northern California 
while Gelvatex will handle Morwear 
products through its Southern Cali- 
fornia dealers. 

This arrangement will give each 
company an opportunity to practically 
double their sales in 1959. 


New ACCO Packaging 


Proof Coil Log Chains are now be- 
ing made available in white bags 
which are printed with correct size, 
length, style and the manufacturer’s 
signature to reduce storage space and 
to provide quick identification as well 
as convenient handling. American 
Chain & Cable Company, Inc. 
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Sunbeam Makes 
Market Change 


Sunbeam Corporation is using the 
West Coast for a test consignment 
program as announced by C. Clifford 
Mendler, appliance sales vice presi- 
dent. Under the program, Sunbeam 
will commence consigning its appli- 
ance line to selective distributors in 
the States of California, Oregon, and 
Washington, who will become distrib- 
utor agents. All dealers are given 
equal treatment, as required by the 
Robinson-Patman Act. No resale 
price maintenance will be involved, 
however, since the sale through the 
agent will be the original sale by 
Sunbeam. The first sale is thus from 
Sunbeam to the dealer. 

As a seller, Sunbeam plans to select 
dealers who put a real marketing 
effort behind the Sunbeam line. The 
dealer contract to be offered to those 
selected will require display adver- 
tising and promotional participation. 
The distributor agents will be specifi- 
cally authorized as to the contract 
dealers to be served by them. The 
contract will be between Sunbeam and 
the selected dealers. 

A local cooperative advertising and 
service plan will provide promotional 
allowances available for use in vari- 
ous media including newspaper, radio, 
TV, and in-store promotions. 

Those smaller dealers whose vol- 
ume will not exceed three Sunbeam 
Appliances a month will not be re- 
quired to be under contract. 


Thor Distributor Named 


PORTLAND — The McCraken-Rip- 
ley Company, 2221 North Albina Ave- 
nue, here, has been appointed a dis- 
tributor of Thor construction equip- 
ment division products and Thor port- 
able electric power tools for building, 
construction, and industrial applica- 
tions, it was announced by Neil C. 
Hurley, Jr., president of the Thor 
Power Tool Company, Aurora, III. 

McCraken-Ripley, a 102-year-old 
company, will cover the entire state 
of Oregon and 13 southern counties 
of Washington, supplying builders, 
contractors, lumber yards, hardware 
stores, and industries. 

The new Thor distributorship is 
headed by W. R. Mannan, president, 
and D. W. Mannan, vice president and 
sales manager. 


Alpha Names Manager 

LOS ANGELES — Appointment of 
Richard E. LeBlond as West Coast 
field manager of Alpha Metals, Inc., 
Jersey City, N. J., has been announced 
by Harold Shonberg, president. His 
office is 2343 Saybrook Ave., here. 

He replaces the distributor organi- 
zation which formerly represented 
Alpha Metals in this area. The new 
field manager’s territory includes the 
states of Calif., Ore., Wash., Utah, 
Ariz., Colo., New Mexico and Mont. 


Coast-to-Coast Buys 
Marshal-Wells at Duluth 


Coast-to-Coast Stores Central Or- 
ganization, Inc., Minneapolis, has an- 
nounced the purchase from the Mar- 
shall-Wells Company of the Marshall- 
Wells-Kelley-How-Thomson Duluth 
Division, effective immediately. 

This transition follows closely the 
announcement of the Marshall-Wells 
company’s sale of its Portland, Ore- 
gon Branch to the Coast-to-Coast 
Organization on August 15, 1958, and 
marks the end of the Marshall-Wells 
Company’s operations which up to re- 
cently were regarded as the largest 
in the wholesale hardware field. 

Coast-to-Coast is an exclusively vol- 
untary “hard -lines” merchandising 
organization consisting of approxi- 
mately 800 franchised and individu- 
ally-owned Coast-to-Coast Stores in 
19 midwest and northwest states. The 
company was established approxi- 
mately 30 years ago. 

In acquiring the Duluth Division of 
the Marshall-Wells Company Coast- 
to-Coast has become the owner of its 
trademarks (other than Zenith) and 
tradesnames for their exclusive use 
throughout the United States with 
the exception of several designated 
counties in Washington, Idaho and 
Montana. 

In announcing the purchase Arthur 
C. Melamed, Coast-to-Coast Presi- 
dent, said, “In acquiring the Mar- 
shall-Wells-Kelley-How-Thomson Du- 
luth operations we expect a decided 
increase in the number of Coast-to- 
Coast Stores. Franchises will be ne- 
gotiated only with owners of certain 
Marshall-Wells Associate Stores who 
indicate a desire to operate under 
the Coast-to-Coast Stores plan and in 
keeping with our established policies. 

“We will confine our merchandising, 
promotion and store operating ser- 
vices to our franchised stores as we 
always have,” said Mr. Melamed. 
“While this will mean sacrificing a 
substantial volume of additional 
wholesale business which we are con- 
fident we could secure, we feel that 
the solidarity of our organization 
should always be as it has been, our 
primary concern.” 

George Wells, Jr., President and 
General Manager of Marshall-Wells- 
Kelley-How-Thomson, confirmed the 
arrangement with Coast-to-Coast and 
predicted an orderly transition with 
full continuity of services to the com- 
panies franchised stores. 

Plans are to consolidate the Mar- 
shall - Wells - Kelley - How - Thomson 
and Coast-to-Coast activities as soon 
as possible. 

Officers of the Coast - to - Coast 
Stores organization in addition to 
Arthur C. Melamed, President, are 
Maurice L. Melamed, Secretary-Trea- 
surer, and Henry J. Kantrud and 
Louis Melamed, Vice President. 
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Central States Elect 


The Central States Hardware Club 
elected R. Randy Osborn of Turn- 
buckles, Inc., as president of the club 
at its 21st annual meeting in Janu- 
ary. He succeeds John F. Gallagher, 
E.Z.Paintr Corporation. 

Other officers elected are: 1st v.p.— 
Clifford A. Mesler, Buffalo Bolt Co., 
Div. of Buffalo-Eclipse Corporation; 
2nd v.p.—Everett W. Swartwout, Min- 
nesota Mining and Mfg. Co.; Ben 
Leve, retired from the Carborundum 
Company, was reelected secretary- 
treasurer. 

Directors elected to serve three 
years are: Robert J. Donahue, The 
Wabash Screen Door Company; Edgar 
B. Grant, Millers Falls Company, and 
Roger R. Miller, Arvey Corporation. 





Wallace Silversmiths 
Market Bridgeport-Ware 


The sole marketing and distribution 
rights for the Bridgeport-Ware line 
of the Bridgeport Brass Co. have been 
obtained by Wallace Silversmiths. 
The line will be marketed nationally 
under the direction of J. H. Asthalter, 
Wallace Vice President in Charge of 
Marketing. 

Bridgeport-Ware is a complete line 
of cooking utensils, including skillets, 
sauce pans, griddles and dutch ovens, 
featuring the “magic heart of copper,” 
a special patented process of laminat- 
ing sheets of stainless and copper. 


May Hardware Expands 


PORTLAND — May Hardware Co. 
announced plans to build additional 
warehouse next to their plant on S.E. 
Grand Avenue. The addition will be 
62x200 feet and will be of reinforced 
concrete construction built on piling. 


DISTRIBUTORS’ TROPHY 


SECOND PLACE distributors’ trophy 
for the Graybar Electric Supply 
Company of Los Angeles is presented 
to Robert Rosenfield (left) of Milton 
Rosenfield & Son, Los Angeles, by 
William Block, assistant sales man- 
ager, Quaker Industries. The award 
was made at Quaker’s “Aladdin’s 
Night Preview” in the Conrad Hilton 
hotel on the eve of the Housewares 
Show. 
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WMEA Changes Name 


SAN FRANCISCO — Western Ex- 
hibitors, Inc., is the name of a newly 
formed corporation, to succeed the 
Western Merchandise Exhibitors As- 
sociation, according to announcement 
by Mrs. Kay Leber, president of the 
organization which sponsors. twice 
yearly Gift Shows throughout cities 
on the Pacific Coast. 

Other officers are Bert Tonkin, vice 
president, and Albert Arkin, secre- 
tary-treasurer. Staff executives in- 
clude Peggy Janson, office manager, 
assisted by Lydia Lewis. 

Series of Gift Shows each year are 
held in San Francisco, Portland, 
Seattle, and Spokane (summer only). 


Expansion Bolt Mgr. 


The U. S. Expansion Bolt Company 
of York, Pa., manufacturers of 
masonry anchors, drills and allied 
products, announced the appointment 
of Charles H. Schminke as market- 
ing manager. 

Schminke was formerly with Ram- 
set Fasteners Inc. of Cleveland, O., 
in the position of field sales manager. 
He will concentrate his efforts on the 
two new products recently developed 
by U. S. E., namely, the “drilfast” 
self-drilling anchors and the multi- 
use fastening system incorporating 
the use of drive pins, threaded studs 
and wire loop fasteners for masonry 
anchoring. 


“That’s right, the whole vacation 
came right out of profits from my Clarke 
floor machine rental department. I 
actually made an extra $4,000 last year 
in rental fees and profits from impulse 
sales and related do-it-yourself floor 
finishing items. And did it with just one 
set of Clarke rental machines.” 

You can earn an extra $4,000 a year 
just as easily. By setting up a Clarke 
rental department, you establish your 
store as rental headquarters for do-it- 
yourself floor finishing machines. Traffic 
jumps as you promote your department 
with the many merchandising aids 
Clarke gives you. Rental fees quickly 
help pay off your investment. And sales 
of related items — sandpaper, sealer, 
wax, varnish — plus sales of impulse 
items to rental customers soon build 
your extra profits to the four-figure 
mark. And it all comes in directly from 
your Clarke Rental Department. 

If you’re interested in a nice, long 
vacation, a new boat, car or anything 
an extra $4,000 can buy, let us tell you 
exactly how you can get it. Write for 
details. 


Clarke 


FLOOR MACHINE CO. 


Formerly Clarke Sanding Machine Company 





A complete Clarke Rental 
Department includes floor 
sander, edger, polisher 
rug shampoo machine, 
wet-dry vacuum cleaner 
and hand sanders. Floor 
finish and shampoo 


663 Clay Avenue, Muskegon, Michigan 


Authorized Sales Representatives and Service Branches 
in Principal Cities 

In Canada: Clarke Floor Machine Company (Canada), 
Ltd., 21 Advance Rd., Toronto 18, Ontario 
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NEWS 


Builders’ Hardware ‘West Point’ 
Starts Fourth Year 


SANTA ROSA, Calif.—The Ameri- 
ean Society of Architectural Hard- 
ware Consultants has announced the 
fourth year of the Ohio Architectural 
Hardware Institute which they spon- 
sor. This has emerged as the “West 
Point” of the builders’ hardware in- 
dustry after three years of successful 
operation. The locale is the Ohio 
State University, Columbus, Ohio. 

This year’s institute will convene 
on Sunday evening, June 14. Classes 
will begin on Monday morning, June 
15 and will continue through Friday. 
Final exercises will be held Friday 
night, at which time certificates will 
be presented to registrants complet- 
ing the requirements. 

The 1959 Institute will bring to- 
gether the largest group of students 
ever assembled for a builders’ hard- 
ware training program. “We can ac- 
commodate 150 students at the Insti- 
tute this year,” says Francis E. 
Traver, A.H.C., Chairman of the 
Arrangements Committee, “and we 
expect to be sold out early.” 

Included in the 1959 curriculum will 
be basic, intermediate and advanced 
courses directed at men preparing 
themselves for a career in hardware 
consulting. In addition, a_ special 
course for men in Federal govern- 
ment agencies whose duties require a 





BUILDERS’ HARDWARE TRAINING PROGRAM scheduled for June 14-19 
at Ohio State University and sponsored by the American Society of Architec- 
tural Hardware Consultants will attract more students than the number shown 


above at last year’s sessions. 


knowledge of builders’ hardware is 
being offered. 

George P. Merrill, A.H.C., Execu- 
tive Secretary, American Society of 
Architectural Hardware Consultants, 
will coordinate the program. Regis- 
tration forms and descriptive litera- 
ture may be secured by writing the 
Society at 220 E. Street, Santa Rosa. 

Head instructors for the four 
courses are: R. O. Miller, basic; J. H. 
Heston, intermediate; N. F. Barber, 
advanced; W. S. Haswell, federal. All 





f GATEWAY 10 ‘GREATER PROFITS . . ” MORE CUSTOMER SATISFACTION! 


A GENUINE 


vN YT a = 


| > en, a> ee a> eS 


Sel-4ir 


ALL EXTRUDED ALUMINUM SCREEN DOORS 
AND CONVERTIBLE ALL-WEATHER DOORS 


Model B-1 


“Economy” 5” x 2” 
Frame, Full Screen, 


11” Kick Panel, 
2 Push Bars. All- 


Extruded Aluminum 
Construction, con- 


cealed mortised 
hinges. 


$29.95 
Retail 


are ASAHC members. 

The industry institute idea is now 
in its seventh consecutive year. An 
accumulation of experience from pre- 
vious institutes at the universities of 
Houston, Delaware, and San Fran- 
cisco is added to the last three years 
of successful operation at Ohio State 
to focus in the 1959 Ohio Architec- 
tural Hardware Institute the best 
training that the builders’ hardware 
industry aided by a major institution 
of bcecyssate can offer. 








va mal 


Model B-2 


“Standard” 34" 
x 2/2” Frame, Full 
Screen, 12” double- 
ribbed Kick Panel, 
2 Push Bars, solid 

reinforcing bar, 
concealed mortised 

hinges. 


$39.95 
Retail 





Model B-3 


“Deluxe” convert- 
ible All-Weather 
Door. 2 glass in- 

serts, 2 Screen In- 

serts, ¥%4” x 22" 

Frame, heavy-duty, 

double-ribbed Kick 

Panel, 2 solid 
reinforcing bars. 

3 concealed 
mortised hinges. 


$49.95 
Retail 


Packaged Complete . . . Pre-Drilled and Ready to Install! Includes complete hardware set and 


air closer! 


Farge gy ad 
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The only aluminum screen door with a 20 YEAR WRITTEN GUARANTEE! 
Available only through wholesale jobbers. 


YANCEY COMPANY, Aluminum Product Division, Soiamanto 6, Californie 
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SCHEDULE OF CONVENTIONS AND SHOWS 


March 8-10 


March 8-11 


March 9-15 


April 1-12 


April 12-16 


April 12-16 


May 10-14 


May 17-19 


May 17-21 


May 17-22 


June 22-26 


July 13-17 


July 19-23 


July 26-31 


PACIFIC SOUTHWEST HARDWARE AND HOUSE- 
WARES SHOW, State Fairgrounds, Phoenix, Ariz. (Pa- 
cific Southwest Hardware Association, Otto Grigg, 1519 
So. Garfield, Los Angeles, Calif.) 


DENVER GIFT & JEWELRY SHOW, Hotel Albany, Den- 
ver, Colo. (Allied Exhibitors, Inc., 3832 Wilshire Blvd., 
Los Angeles, Calif.) 


AMERICAN TOY FAIR, 56th, New Yorker and Shera- 
ton-McAlpin Hotels, New York, N. Y. (Toy Manufactur- 
ers of the U. S. A., Inc., 200 Fifth Ave., New York, N. Y., 
Ben Robinson) 


CALIFORNIA INTERNATIONAL TRADE FAIR & EX- 
POSITION, Great Western Exhibit Center, Los Angeles, 
Calif. (Fred Imhof, Box 77610, Station D, Los Angeles 
7, Calif.) 


SOUTHERN HARDWARE CONVENTION OF THE 
AMERICAN MANUFACTURERS ASSOCIATION, Bilt- 
more Hotel, Palm Beach, Fla. (L. Faubel, 342, Madison 
Ave., New York, N. Y.) 


SOUTHERN WHOLESALE HARDWARE CONVEN- 
TION, Biltmore Hotel, Palm Beach, Fla. (Southern Whole- 
sale Hardware Assn. T. W. McAllister, Secretary-SWHA, 
814 Metcalf Bldg., Orlando, Fla.) 


ANNUAL WINTER SPORTS SHOW, Trade Show Build- 
ing, New York, N. Y. (J. Andrew Squires, 23 East 26th 
St., New York, N. Y.) 


PACIFIC COAST BUILDERS’ HARDWARE CONFER- 
ENCE OF NBHA & ASAHC, Yosemite National Park, 
Calif. (Sponsored by Builders’ Hardware Club of Northern 
California, Vern Lewis, chairman, c/o Marshall-Newall, 
101 Utah St., South San Francisco, Calif.) 


NATIONAL TOY SHOW, Morrison Hotel, Chicago, Il. 
(Jules Karel & Associates, 8 South Dearborn St., Chicago, 
Ill.) 


WESTERN TOY, JUVENILE AND WHEEL GOODS 
MARKET, Western Merchandise Mart, San Francisco, 
Calif. (Henry Adams, Western Merchandise Mart, 1355 
Market St., San Francisco, Calif.) 


WESTERN SUMMER MARKET, Merchandise Mart, San 
Francisco, Calif. (Henry Adams, Merchandise Mart, 1355 
Market St., San Francisco, Calif.) 


NATIONAL HOUSEWARES EXHIBIT, Atlantic City 
Auditorium, Atlantic City, N. J. (National Housewares 
Mfrs. Assn., 1130 Merchandise Mart, Chicago, IIl., Dolph 
Zapfel.) 


NATIONAL RETAIL HARDWARE ASSOCIATION 
CONGRESS, Statler Hilton Hotel, Los Angeles. (National 
Retail Hardware Assn., Russell R. Mueller, 964 N. Penn- 
sylvania St., Indianapolis, Ind.) 


CALIFORNIA GIFT SHOW, Ambassador & Biltmore 
Hotels, Brack Shops and Merchandise Mart. (Trade Shows 
Ltd., 672 So. Lafayette Park Place, Los Angeles 57, Calif.) 


For additional information about the conventions and shows listed above 
and others not listed in this issue, write to HARDWARE WORLD Service 


Bureau. 
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SELF-LOCKING 


EASY HANG perforated 
board fixtures! 


) 
Ye 


without clips! 


Faster, 
easier, 
more positive 


locking — 


Bubble-packed and 
Card-mounted packaging. 


The most popu- 
lar Easy Hang 
Fixtures—24 
items—are now 
packaged on 
Card-mounted 
or Bubble- 
packed Display 
Cards to assure quick 
identification . . . stimu- 
late self-selection . . . de- 
velop volume sales. 


merchandiser 


A store-tested Easy 
Hang department in 
itself. Holds assort- 
ment of self-locking 
fixtures, plus perfo- 
rated board in bin 
at back. Takes small 
24” x 21” floor space. 
Drop-shipped, pre- 
paid. Call your job- 
ber or write today. 


Buch Ip 


BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 
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Suggested 
Retail 
$2.49 


INDOOR-OUTDOOR HOME BELL 


Gleaming, polished 
aluminum bell, with satin 
black ship's wheel bracket. 


Suggested 
Retail 
$4.95 


BARBECUE BELL 


Good luck horseshoe bracket, polished 
aluminum bell with a clear, lasting tone. 


Suggested 
Retail 
$7.49 


PATIO-GARDEN BELL 
Beautiful, fully polished brass bell 
.+.@ big seller everywhere, anytime. 


* Complete Line 
* High Profit 
* Big Volume 


Display packaged, full price range, 
on all year ‘round sellers, Perfect for 
a hundred uses at home or away 
++. @ big gift item. 


Send for the Bevin Catalog 








EVIN BROS. 
MFG. COMPANY 
East Hampton, Conn. 


Sales Representatives 
John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N. Y. 
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CF&I Man Honored 


DENVER, COLO. — Gerould A. 
Sabin, advertising director of the Col- 
orado Fuel and Iron Corporation, was 
presented with the award, “Advertis- 
ing Man of the Year” at a recent 
meeting of the Advertising Club of 
Denver. The award, which has been 
given to only two other persons in 
the past, was made for “ethical per- 
formance of advertising” during a 
lifetime career in advertising. 

Sabin began working for the Colo- 
rado Fuel and Iron Corporation in 
1926 as sales promotion director. In 
1930 he became advertising manager. 
After CF&I merged with Wickwire 
Spencer Steel Co. in 1946 he was ap- 
pointed director of advertising. The 
Colorado Fuel and Iron Corporation 
has 13 plants for manufacture of vari- 
ous steel products and maintains of- 
fices or warehouses, or has sales rep- 
resentation, in 97 cities in the United 
States. 


Tubbs Names Director 


SAN FRANCISCO — George Mon- 
roe Greenwood has been appointed to 
the board of directors of the Tubbs 
Cordage Company to fill out the un- 
expired term of the late Griffith Hen- 
shaw. Tubbs’ board of directors also 
includes Henry D. Nichols, President 
of Tubbs, Herman D. Nichols, F. P. 
McCann, and Tallant Tubbs. 

Greenwood is a grandson of Hiram 
Tubbs, one of the founders of the 
pioneer San Francisco rope and twine 
manufacturing concern. He has been 
a Director of the Hiram Tubbs Estate 
Company since 1922 and Secretary of 
the Estate Company since 1927. 


Gary Names Sales V. P. 


A. Barr Comstock, Jr., has been 
named vice president in charge of 
sales for the Gery Screw and Bolt 
Division of Pittsburgh Screw and 
Bolt Corporation, succeeding Robert 
W. Dierker. Comstock has been gen- 
eral sales manager of Pittsburgh 
Screw and Bolt with offices in Pitts- 
burgh, Pa. 

Dierker is retiring after 49 years 
service with the corporation. He is a 
past president of the Hardware Golf 
Association and a past director of 
the Central States Hardware Asso- 
ciation. 


Olympic Sales Manager 


SEATTLE—Appointment of George 
C. Oistad as general sales manager 
of Olympic Stained Products Com- 
pany here, was announced by Philip 
W. Bailey, president. Oistad joined 
the company in 1958 as sales promo- 
tion manager. 

Widely experienced in sales and 
sales management, Oistad had been 
in charge of the specialty sales de- 
partment of Schwabacher Hardware 
Co. and sales mgr. of Sunset Electric, 
Seattle, before joining Olympic. 


Wright 
Hoist 
Sales 
Manager 
Named 


Wm. B. 
Ilko 


Wm. B. Ilko, in addition to his 
duties as sales manager of the Ameri- 
ean Chain Division, American Chain 
& Cable Company, Inc., York, Pa., has 
been appointed to the position of 
sales manager, Wright Hoist division, 
York, Pa., succeeding S. J. Wood- 
worth. 


Maytag Regional Mgr. 
COLORADO SPRINGS, Colo.—Bill 
W. Morlong has been named Maytag 
regional manager for western Colo- 
rado for the Maytag Rocky Moun- 
tain company, distributor of Maytag 
appliances in the Mountain states. 
Morlong will serve franchised May- 
tag dealers in 28 counties in western 
Colorado, two counties in Utah and 
one in New Mexico, with his head- 
quarters in Grand Junction, Colo. He 
had served as field service super- 
visor in the Maytag company’s Kan- 
sas City branch since he joined the 
appliance firm in March, 1955. 








PATENTED WATER BUBBLER 


@ WATERS DEEP — FAST 

@NO WASH —NO WASTE 

@ DURABLE ALUMINUM 

@ BUILT TO LAST 

@ NO MOVING PARTS 

@ GOOD STEADY SELLER 

@ PRICED RIGHT 

@ COLORFUL DISPLAY CARTON 


NATIONAL CONSUMER 
ADVERTISING TO HELP YOU 


FREE SALES PROMOTION MATERIAL 
MARKET PROVEN 

GENEROUS DISCOUNTS 

SHIPPED PREPAID 

FOR FULL DETAILS WRITE 


Garden Products Division 


4961 E. 22nd ST. « TUCSON, ARIZ. 
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HOME OWNERS URGED TO DRESS UP THEIR HOMES 


DRESS UP ITEMS for the inside and outside of homes were smartly dis- 
played recently at the Imperial Hardware, Compton, California. Types of 
items were mounted on panels as shown and placed so that they did not mar 
the vision of the inside of store. This builders hardware display gave home 
owners an idea of how to make that house look like a mansion at a small 
cost. According to Henry Probes, manager, the window caused a great deal 
of comment and stimulated sales in the builders hardware department. 





BUCKET DISPLAY UPS SALE OF GRASS SEED 


OMBINING the store’s gal- 

vanized ware and garden 
supply department into a clever 
display idea brought the sales 
increase last year to Pedrick 
Hardware Company, in Phoe- 
nix, Arizona. 

Instead of displaying grass 
seed exclusively in the package 
form such as had been the prac- 
tice previously, Norman Ped- 
rick, store owner, remembered 
that “people like to run their 
hands through open displays of 
seed.” 

Experimenting, we took a 
popular variety of rye grass 
seed, filled a new bucket near 
the brim and placed it on the 
counter next to the cash regis- 
ter, priced at 17¢ a pound. Here, 
the display naturally caught at- 
tention from every shopper, and 
almost immediately sales began 
building up. 

To add a bit of additional in- 
terest to the display, Pedrick 
hung a cardboard sign on the 
side of the bucket which offered 
the same seed at 16¢ a pound 
when bought in hundred pound 


MARCH 1959 


lots. Since Phoenix is a boom- 
ing community with thousands 
of new homes built each year, 
all requiring new lawns, 100- 
pound sales are not unusual, and 
often, two or three neighbors 
living in the same block will 
simply “club together” and buy 
enough seed for all. 

As Pedrick had expected, nine 
out of ten customers at the cash 
register thrust their fingers into 
the open bucket display of grass 
seed, and asked questions about 
it. Pleased with the sales results, 
he filled other buckets from the 
galvanized ware department, 
and located them throughout the 
store, wherever there was suf- 
ficient space out on_ shelves, 
counters, tables, and even in the 
display window. Within the mat- 
ter of a few days, grass seed 
sales began upward-rising curve 
and continued to climb. 

There were some amusing 
side issues, the Arizona hard- 
ware dealer pointed out. One of 
them was that the store im- 
mediately sold “plus business” 
in buckets! 


NEWS 





Maytag 
West 
Coast 
Manager 
Named 


John P. 
Mitchel 


SAN FRANCISCO—John P. Mit- 
chel has been named Maytag regional 
manager for the Maytag West Ceast 
company, it has been announced by 
Raymond V. Hahn, vice president and 
general manager of the Maytag dis- 
tributorship serving most of Cali- 
fornia and the southwestern half of 
Nevada. Mitchel serves Maytag deal- 
ers in the metropolitan San Francisco 
area. 


New Eureka Mgr. 


Clifford O. Greek, formerly manager 
of the special products division of 
The Hoover Company, has been named 
director of marketing for the Eureka 
division of Eureka Williams Corpo- 
ration, Bloomington, Ill. Greek joined 
Hoover in 1941 as a field auditor, 
and switched from auditing to sales 
work, joining the special products 
division in 1948 and advancing to 
manager of the division two years 
ago. 


Summer Market Dates 


SAN FRANCISCO — The Western 
summer market dates here at the 
Western Merchandise Mart were an- 
nounced by Henry Adams, general 
manager. The event will take place 
June 22-26, simultaneously with the 
second week of the Chicago summer 
market “because of the problem cre- 
ated by the change of the Los Angeles 
market dates and to minimize the ef- 
fect of the July Fourth weekend.” 





GLASSWARE 
PLUMBING NEEDS 
APPLIANCES 


hardware 


WE CARRY ALL 
ADYERTIZED BRANDS 


“Our store is so full of things that 
sell themselves I don’t know what 
we’re doing here, Dad.” 
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You'll sell a lot more Green Jute 
Garden Twine if it’s displayed in 
the handy KING COTTON SNAP 
SACK*. Perfect for display, easy to 
get at, easy to stock, easy to sell. 
In Yo'lb. balls. Ask your jobber for 
KING COTTON in the SNAP SACK. 


Kine 


OF CORDAGE 
® 


JOHN H. GRAHAM & ¢€O. INE. 
105 DUANE STREET, NEW YORK 8, WN. Y. 
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when 
they say 
CHISEL 
ons a 


SS G 


STEEL INC. 
Saw & Tool Division 
1702 Nevins Road, Fair Lawn, N. J. 
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NEW PRODUCTS 


POCKET SURFORM tool is only 512” 
long and will trim wood, metal and 
plastic surfaces with one-hand ease 
while the other is free to hold the 
work. Replacement blade is available. 
—The Stanley Works 

For Details Circle 149 on INQUIRY CARD 


| ROLLERMATIC SWEEPER is de- 
| signed to work efficiently on both 


carpets and hard floor surfaces. It 


| uses rollers on either side of a re- 
| volving brush to trap scraps.—E. R. 
| Wagner Manufacturing Co. 
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“THRIFTY FIFTH PAK” tote tray 
enables plumbers to keep a complete 
assortment of popular pipe fittings on 
the job. The tray is easy to carry be- 
cause of a die-cut hand-hole.—Union 
Malleable Mfg. Co. 
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MATCHED DESIGN contoured 
wastebaskets in six-and three-gallon 
capacity feature rounded bottom to 
eliminate “dust traps.” Available in 
lemon-yellow, pink and turquoise.— 
Blisseraft of Hollywood. 
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ron Mone 
PAINTS 


luco-tex 


LUCO-TEX EXTERIOR house paint 
dries in minutes so that you can paint 
immediately after a shower without 
danger of spotting. Luco-Tex is blis- 
ter and peel resistant.—John Lucas & 
Co. 

For Details Circle 153 on INQUIRY CARD 


FUTURA GARDEN SPRAYER with 
3 gallon capacity features horizontal 
tank, lever pump and bright red 
plastic hose. Can be pulled or pushed 
on its wide-tread tire wheels.—H. D. 
Hudson Manufacturing Co. 

For Details Circle 154 on INQUIRY CARD 
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Kennatrack Names S.M. 


Bruce A. Littman has been named 
sales manager of the Kennatrack 
Corporation, Elkhart, Ind., manufac- 
turer of gliding door hardware. 
Kennatrack is a subsidiary of Ekco 
Products Company. 

Previously sales manager of Ekco’s 
stainless steel sink division, Littman 
has been with the company in various 
sales and executive positions since 
1946. 


Elect Broom President 


Fred R. Leventhal has been elected 
President of The National Broom 
Manufacturers’ and Allied Industries 
Association for 1959. Leventhal was 
elevated to his new post from that of 
first vice president at the Associa- 
tion’s annual meeting held recently 
in Chicago, Ill. Leventhal is secre- 
tary-treasurer and general manager 
of the Vining Broom Company, 
Springfield, O 


Werner Names VIP's 


R. D. Werner Co., Inc., manufac- 
turer of aluminum ladders, staging, 
sink frames and metal mouldings, an- 
nounces two major executive promo- 
tions. At the Werner sales offices, 
New York, Arthur W. Sellers, general 
sales manager of the company, has 
been named vice president, sales. 

At the R. D. Werner Co. factory 
in Greenville, Pa., W. R. Manson has 
been elevated to vice-president in 
charge of research and development. 


Moen Names S.M. 


Standard Screw Company has an- 
nounced the promotion of Edward F. 
Brizz to general sales manager of its 
Moen Faucet division. Brizz has been 
associated with the Moen organiza- 
tion since 1951 and served as sales 
manager of the central region during 
the past two years. His sales head- 
quarters will be Standard Screw’s 
main office in Bellwood, III. 





Eppinger 
Company 
Names 

President 


Edward A. 
Eppinger 


Edward A. Eppinger has _ been 
named president of Lou J. Eppinger 
Mfg. Company, a position held by Lou 
J. Eppinger, until his death last 
March. 

The new president, nephew of the 
company’s founder, has served as 
vice-president since 1935. In 1952 he 
assumed the responsibilities of gen- 
eral manager, in charge of sales and 
manufacturing. 





Write for Free 
ii-iaenitia-) 


SCREW ANCHORS and JACK NUTS 
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——— MOLLY CORP 
Reading, Pa. 





stock the full line of 
Eppinger’s Genuine 


ardevies 


~ increase your profits 4 to 1. 
over 50 years of fisherman 
acceptance and confidence. 


Write for FREE catalog 


1757 Puritan Ave., Dept. H-3, Detroit 3, Michigan 





World's Largest 


REPRESENTATIVES throughout the U.S. / In Canada: A. C. Beacham Ltd., Toronto 
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LOU J. EPPINGER MFG. co. 2 Producer of 


Brass: Padlocks 


The Most Dramatic 


; PADLOCK PACKAGE 


in the world... 


EN TUPLE 


LOCK CO. LANCASTER, PA. 





(MARSHALLTOWN 
7 


MARSHALLTOWN TROWEL COMPANY  -e 








NOW in a new plastic squeeze bottle 
TEHR-GREEZE white fabric cement 
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Same high quality patching cement in a 
handy plastic squeeze bottle that elim- 
inates messy paddies, brushes, and waste. 
. Tehr-Greeze patches 
and repairs any material it can fene- 


Easy to apply . . 


MARSHALLTOWN, IOWA 
___ For Details Circle 42 on INQUIRY CARD 





Come in attrao- 
tive 3-oolor 
counter dis- 
play carton, 
(12toe 
package ). 


trate. Thousands of uses. Sold by leading 
jobbers and dealers everywhere. 
in 2 ot. and 6 oz. plastic bottles. Also 
packed from 2 oz. to | gallon in glass. 
Write for prices and literature. 
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$100,000 YEAR MEMBERS FOR ANOTHER YEAR 


ee 


FOR THE 18th YEAR two Southern California Hardware 
Wholesalers have become members of the Pyrex Ware 
$100,000 Club. Officials of the Union Hardware and Metal 
Company received the Stueben Glass Award (right). 
Those present are: M. R. Crockett, Corning Glass Works: 
E. H. McLaughlin, president Union Hardware; W. H. 
Grant, manager, housewares, Union Hardware. Standing: 
G. D. Hillier, Western District sales manager, Corning 
Glass Works; Edward H. McLaughlin, Jr., Merchandise 





Manager, and F. F. Regan, Vice President and General 
Sales Manager, both of Union Hardware. The California 
presentation (at right) was made to housewares manager 
and sales manager. Those present are: M. R. Crockett, 
Corning Glass, W. R. Read, manager of housewares, 
California Hardware; E. P. Hallock, vice president and 
sales manager, California Hardware; and G. D. Hillier, 
Corning Glass. 





Stanley Ass't S.M. 


Warren H. Tarrant has been ap- 
pointed assistant sales manager for 
Stanley-Judd of Wallingford, Conn., 
a division of The Stanley Works, New 
Britain, Conn. 


since 1957. 


New Flower Fence 
for Your Spring Trade 
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Modern flower fencing . . . wide openings for clear 
view ... can be adjusted for irregular heights or 
garden shapes . . . easily installed and removed. 
Welded construction, || gauge stay wires, 14 gauge 
line wires ... 15” high, plus 4” built-in stakes, 8” x 
3” mesh . . . Galvanized . . . 50 ft. rolls . . 


through" fence with eye appeal self seller labels. 


. "See 


Wholesalers: Order in mixed truck loads with other 
Wright products 


G. F. WRIGHT STEEL & WIRE CO. 


Worcester 3, Massachusetts 
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Tarrant will be directly responsible 
for all sales matters pertaining to 
the general sales office, order office 
and branch activities of the division. 
He has been sales office manager 


DIRECTORY OF WESTERN 
WHOLESALERS, a 16-page who’s 
who of 191 wholesalers in the 12 
Western states. Price $1. 
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NE LONGER HANDLED 
GARDEN TOOLS... 


makes work easier ... saves backs... 


RIGID CULTIVATOR 
WITH 
RE-INFORCED TINES 


No. 270. A garden tool designed for exceptionally hard work and 
one of the most popular of our garden line. Claws are polished 
with back part lacquered red. Polished hardwood handles and steel 
ferrule. Length of handle 10'/, inches red tipped. 


Weight per dozen, 61/2 Ibs. Packed 1 dozen per box 


IDEAL 
WEEDER 
FORGED 

STEEL 


No. 200. A very ie ular style of hand weeder. Back of steel blade 
full polished an th edges well sharpened. Furnished with a 
handle 10'/, inches long red tipped. 


Weight per dozen, 5% Ibs. Packed 1 dozen in box 


TRANSPLANTING HOE TROWEL 
FORGED STEEL 


No. 217A. Blade and shank hammer forged from one 
iece of steel. Front ql of blade is finely polished. 
he rear part and shank lacquered red. Largely used 

gardeners for setting out cabbage plants, etc. a 
blade 7 inches with a handle 10'/, inches long red tipped. 


Weight per dozen, 11 Ibs. Packed 2 dozen in box 














GUARANTEED @ SINCE 1830 
WILLIAM JOHNSON INC. 


BRENNER AND KENT STREETS NEWARK 3, N. J 
For Details Circle on INQUIRY j 
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BARBER SHEARS © 
12” 
ONLY 


79o¢ 

















No. 2491 
Y EMBROIDERY {| 
SCISSORS—312” — 


59° 


RETAIL 





Don’t lose profitable sales of scissors & shears 
because your prices are too high! Make extra 
sales, instead—sell KLEENCUT—the brand 
that everyone can afford! 
There’s a full line to choose from— in many 
different styles, sizes, and finishes — all 
priced below comparable merchandise! 
Packaged to sell fast, too, either on individual self-service cards — or 
on eye-catching. display cards. Nationally advertised and guaranteed 
by the World’s Largest Manufacturer of Scissors and Shears. 
Beat the recession! Our business is good — yours can be too! Give 
your customers the bargains they want — order KLEENCUT today! 





See your jobber or write 


THE ACME SHEAR COMPANY 
BRIDGEPORT 1, CONNECTICUT 
For Details Circle 61 on INQUIRY CARD 
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Hamilton 
Glsteh 
pS og) © 


PROGRAM 


- SKOTCH KOOLER FAMILY 

+ TRAIL-BLAZER 

+ SKYLANDER 

+ COLD-FLYTE 

+ CORONET 

- JOLLY JUG 

+ PORTA-FILE 

- PORTA CHECK FILE 

- TACKLE AND UTILITY BOXES 


i-------------------=— 
The Hamilton Skotch Corporation 


I 11 East 36th Street, New York 16, N.Y 
20 Please forward your complete color Catalog ang | 
SELL-ECTOR program information 
€ Please have your representative cai! 

















CORNER 


Gene Tarnowsky, Editor 


Tying-In With Hunter Safety 


(In the Sports Corner, January 
issue, we outlined the hunter safety 
training programs in the Western 
states under the title, “Hunter Safety 
Promotion A Must!” Briefly, the 
article pointed out five basic reasons 
why the hardware retailer who deals 
in firearms would benefit by partici- 
pating in his state’s program. The 
article further covered the question 
of how programs are operated in each 
state, and the role of the guiding 
organization, the National Rifle As- 
sociation, in helping to set up and 
promote the program. This month we 
hope to show how you, as a retailer, 
fit into the program.) 


F there is no organized hunter 
safety training program in 
your community at the present 
time, you can get the ball roll- 
ing by writing directly to the 
National Rifle Association, 1600 
Rhode Island Avenue, Washing- 
ton, D. C. and requesting full 
particulars including applica- 
tion forms and literature. How- 
ever, if the program in your 
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community is in force and is 
sponsored by another organiza- 
tion, you can participate in con- 
ducting a course as an instruc- 
tor after meeting the require- 
ments of the NRA which are 
based on experience with fire- 
arms and a written examina- 
tion. 

Or you may choose another 
approach which calls for coop- 
erating with the program by 
setting up displays in your win- 
dow, offering small awards for 
those students in the program 
completing the course with the 
highest marks, encouraging 
store personnel to take the 
course, and giving voluntary 
service to youth who are inter- 
ested in signing up for the 
course. 

The latter approach would 
perhaps require less of your 
time than becoming an instruc- 
tor, but it is just as important 


to promote the program as it is 
to carry it out, and your service 
to your community would be in- 
valuable, thereby creating the 
kind of good will money can’t 
buy. 

In checking with supervisors 
of hunter safety programs 
throughout the Western states, 
one of the concrete suggestions 
offered HARDWARE WORLD read- 
ers came from Montana’s Bob 
Donlin which, in Donlin’s words 
would “ ... doa hell of a big 
job.” 

Donlin suggests hardware re- 
tailers can give the program a 
big boost through a uniform 
and organized cardboard poster 
campaign to promote safety and 
consciousness while hunting and 
afield. He suggests the retailer 
make a cardboard sign about 
three feet high and three feet 
wide with simple letters about 
two to three inches high read- 


HARDWARE WORLD 





ing, “Do You Want To Hunt 
This Fall?” Below the title, 
copy following might read, 
“Don’t wait until hunting sea- 
son to get your certificate of 
competency. Contact your coun- 
ty program chairman, state 
game warden, fish and game 
department office or any license 
issuing agent immediately, and 
get the names and addresses of 
the hunter safety instructor 
nearest you and take your 
course now.” 

If you wish to broaden your 
scope of interest and activity 
write to manufacturers of fire- 
arms with whom you now deal 
and ask them for assistance in 
developing your program 
through circulars, mats, litera- 
ture, motion pictures and any 
other promotional material 
which they may have developed 
to help establish the hardware 
dealer as a leader in your state’s 
hunter safety training program. 

The state department of fish 
and game is also a good source 
of contact to help develop your 
program. For example, only last 
July Oregon did not have a 
state-wide coordinated hunter 
safety training program. While 
there has been several indivi- 
dual safety training courses 
given in Oregon, no agency of 
the state coordinated the pro- 


gram and therefore no official 
records were available. 

However since that time Ore- 
gon announced that a training 
program on a state-wide basis 
is to start at the earliest possi- 
ble date. State game director 
P. W. Schneider made an an- 
nouncement that Cal Giesler has 
been appointed coordinator of 
instruction. One of Giesler’s 
first announcements was to seek 
the cooperation that we have 
been talking about. Said Gies- 
ler: “We hope to secure the en- 
dorsement, cooperation and pos- 
sible active participation from 
hardware and sporting goods 
dealers...” in order to assure 
the success of the program in 
Oregon. 

If you are a hardware re- 
tailer in Oregon, this is a splen- 
did opportunity to get in on the 
ground floor thereby establish- 
ing yourself as a pioneer and 
leader in the field. 

Whatever course you choose 
to follow in participating, you 
may rest assured that your in- 
terest in promoting hunter 
safety training in your commu- 
nity will serve to strengthen the 
bonds of loyalty with your 
sporting goods customers as a 
dealer who has their well-being 
in mind, not only today, but 
forever. 


ATTRACTIVE SELF-SERVICE FISH LURE DISPLAY 





STRIPS OF METAL LINOLEUM MOLDING mounted to the wall set up a 
colorful and attractive self-service display of fish lures for John Warren 
Hardware, Eugene, Ore. The lures are simply hung by placing hooks in the 
slot of the molding strip so that the colorful spinner point of the lure hangs 
down. A large quantity of lures can be effectively displayed in a small wall 
space in this manner and they can be conveniently examined by customers 
without annoying entanglements. 
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SPORTS SHORTS 


California In 1959 
‘Hottest Market’ 
For Sporting Goods 


California will be the “hottest mar- 
ket” for sporting goods in 1959, ac- 
cording to a special report revealed 
by the National Sporting Goods As- 
sociation at the 30th Annual NSGA 
Convention and Show held in Chicago 
last month. The Golden Bear state’s 
share of the 1959 sales potential was 
estimated at 14.12 percent, more than 
twice as much as runnerup New York 
at 7.48. 

Of the top 10 states which will 
share almost 60 percent of the na- 
tion’s total sales, another Western 
state was in the select circle with 3.09 
percent. In dollar volume, California, 
Washington and Oregon sporting 
goods sales are estimated to top $263 
million. 

Of the top 10 cities in the United 
States showing the greatest sales 
gain percentages over 1954, three 
Western cities were included. The 
cities and their percentage gains in- 
clude San Jose, Calif., in second place 
with 60 percent; Portland, Ore., in 
fourth place with 58 percent, and 
Sacramento, Calif., in eighth place 
with 53 percent. 

Nationwise, retail sporting goods 
sales in the United States, the report 
further reveals, are expected to nudge 
the $2 billion mark during 1959 and 
will exceed it by 1960. By 1969, the 
figure will be close to $3% billion. 


Colt Elects President 


Fred A. Roff, Jr., was elected presi- 
dent of Colt’s Patent Fire Arms Man- 
ufacturing Company, succeeding Sid- 
ney A. Stewart, who was made 
chairman of the board. 

Roff came to Colt’s February 1, 
1956, from Barrington Associates, a 
New York City management consul- 
tant organization, where he headed 
the marketing division. Later the 
same year he was elected vice presi- 
dent. 


South Bend Co. Sold 


The sale of the South Bend Tackle 
Company, Inc., has been announced 
by Harold O. Stream, chairman of the 
board. Seymour and Benjamin F. 
Fohrman are the principals involved 
in the purchase. 

Fohrman is presently chairman of 
the board of the South Bend Toy 
Company, and an officer and director 
of the South Bend Tool and Die Com- 
pany. 

It was also announced at the same 
time that G. W. Brooks resigned his 
post as president of South Bend 
Tackle to accept a post as director of 
marketing with the U. S. Rubber 
Company. 
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Use Inquiry Postcard for Further Information About SPORTS NEW PRODUCTS 








SKIN DIVERS’ KIT is a compact, 
handy carrying case that includes 
one Rose Pro custom Scuba com- 
plete, one pair Swimaster “duck feet,” 
one Swimaster “wide view” face mask 
all fitted in a Pro storage-carrying 
case. Pressure-equalizer mouthpiece 
is modified for further breathing ease 
and comfort.—Rose Aviation, Inc. 
For Details Circle 274 on INQUIRY CARD 





FISHING REEL REPAIR KIT in- 
cludes everything needed to make 
minor on-the-spot repairs to all types 
of fishing reels. All tools are inter- 
changeable. — Moody Machine Prod- 
ucts Co., Inc. 


For Details Circle 275 on INQUIRY CARD 
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SKI-CADDY ties a pair of water skis 
and a tow line into one easy-to-carry 
package and protects skis from warp- 
ing and damage, and keeps tow line 
from tangling. Two clamps form 
caddy handle.—Ron-Vik, Inc. 

For Details Circle 276 on INQUIRY CARD 
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HOOK BOOT is a simple gadget for 
fishermen which slips over individual 
hooks and barbs to serve a triple pur- 
pose. It keeps hooks sharp, makes 
them safe to carry and keeps them 
from tangling.—Clover Industries 
For Details Circle 283 on INQUIRY CARD 





REVERSIBLE HUNTING COAT is 
designed to be worn over insulated 
underwear or as a shell coat in warm 
climate. Provides maximum protec- 
tion from brush and wind and is light- 
weight.—Red Head Brand Company 
For Details Circle 284 on INQUIRY CARD 








CLOSED -FACE REEL is equipped 
with star drag and double handle for 
greater casting ease and quick re- 
trieve. The new reel has many fea- 
tures found in higher priced reels.— 
Langley Corporation 

For Details Circle 285 on INQUIRY CARD 





j 
AUTOGRAPH MODEL tennis racket 
is fashioned of hand-selected veneers 
and specially designed with a stiff 
shaft. Also features Hall Construc- 
tion which is light and strong.—The 
Draper-Maynard Co. 

For Details Circle 286 on INQUIRY CARD 





“NYLON 66,” a precision-accurate 22 caliber automatic loading rifle, features 


virtually friction-free action. Since all moving parts bear against nylon, no 
lubrication is necessary.—Remington Arms Company, Inc. 
For Details Circle 287 on INQUIRY CARD 
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SPINNING-BAIT CASTING RODS called “Flipline” are offered in lengths up 
to seven feet, with tip action ranging from light to super light for sportier fish- 
ing. Each has offset handle-—True Temper Corporation. 

For Details Circle 288 on INQUIRY CARD 
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Why try to 
"piece together” 
a line?... 


unequalled for Performance— 
unmatched for Profits 














Here’s a complete 





i line...and everything 


APPROVED RING BUOYS ; | fits together 1 
| 





(Coast Guerd Approved) 
Striped, Plaid or Plain 





“SPORTSTER” 


#330 COAST GUARD APPROVED | 
CUSHION—VINYL LEATHERETTE WATER SKIS 
24” x 15" x 2” For inboard, outboard 

and slalom type 


#239 “BRA-TYPE” SKi BELT 


#326 COAST GUARD APPROVED 
DESIGNED LEATHERETTE CUSHIONS 











\ 
ine 





“STAY-A-FLOAT” 
(Coast Guard Approved) | 
Striped, Plaid or Plain 


| The basic weakness of selling multiple brands is that — 
samen aaa | like a jig-saw puzzle — you have to fit all the pieces to- 

es tnege nar hye | | gether. So why do it? It’s much simpler to stock and sell 

still an taiiiean totes 'a line that’s already complete ... like Draper-Maynard. 
(Coast Guard Approved) Cz .. |What’s more, you'll make more profit, because the 

) wed high quality of this nationally famous brand insures re- 
peat business. MacGregor golf and tennis equipment is 

|included. There’s a complete line of approved Youth 

| League equipment, too. So, for faster turnover—higher 
2 \ | profits—it’s no puzzle. Sell Draper-Maynard—a com- 
Soa cenion re paced In es eat oo Y |plete line of quality sports equipment. Get full informa- 


cleon and easy to stock, display and (Coast Guard A ved) py - j Pats 8 se ‘ 4 / a 5 < aa ayne 
sell. ‘cea vray tpn aoe oe ee tion, catalogs and name of your nearest Draper-Maynard 


"Registered Trademark of E. 1. DuPont de Nemours & Co. for its Polyester fibre. “<> WwW holesaler, today. Write— 


“You can’t buy better... Write 


uum save your life”’ for free literature Py ) DR APE R asa MAY Ee | ARD 
THE commer —_— co. 5 Pp ° Fa fs £ q u 4 8 m e nv s 


Fairfield, Calif. New Orleans, La. Trenton, N. J. P 
In Canada: Tapatco, Lid., Magog, Quebec |4861 Spring Grove Ave. ° Cincinnati 32, Ohio 
For Details Circle 45 on INQUIRY CARD For Details Circle 46 on INQUIRY CARD 
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SPORTS MERCHANDISING. 








MULTI-COLORED DISPLAY pyra- 
mid serves as point-of-purchase dis- 
penser for footballs and basketballs. 
Replacement balls can be inserted 
quickly in the corrugated cutouts.— 
Stone Container Corporation 

For Details Circle 277 on INQUIRY CARD 





FISHHOOK DISPLAY CARD in 
three colors slips easily into the back 
of fishhook box. Made of sturdy card- 
board and has high-gloss coating.— 
Auburn Fishhook Company, Inc. 

For Details Circle 278 on INQUIRY CARD 





BOAT COVER STAND and display 
card occupies three feet of floor space 
and shows samples of complete line. 
—John Herman Mfg. Corp. 

For Details Circle 282 on INQUIRY CARD 











ALL-METAL PEG RACK features 
popular spinning lures on bubble pack 
cards. Designed for impulse sales.— 
Airex Corporation 

For Details Circle 281 on INQUIRY CARD 





PORK BAIT DISPLAY RACK fea- 
tures attractive display card with 
selling message at top and back of 
rack. Holds 16 jars.—Lutz Pork Bait 
Company 

For Details Circle 279 on INQUIRY CARD 


FLOOR DISPLAY KIT for marine 
safety vests and cushions features 
individually packaged merchandise. 
Unit is 28” wide x 17” deep and 30” 
high.—American Pad & Textile Co. 
For Details Circle 280 on INQUIRY CARD 


SPORTS LITERATURE————— 


FISHING TACKLE TRADE CAT- 
ALOG issued by The Garcia Corpo- 
ration includes a number of new ad- 
ditions to the company’s line. Fea- 
tured in the 55-page catalog are a 
precision - engineered “Intermediate” 
Mitchell 306, and “light tackle” Mitch- 
ell 314 reels, a series of fly reels and 
matching fly rods, and the Abu-Matic 
“40.” In addition to product descrip- 
tions and photographs, the catalog 
underlines important features and 
selling points of individual items and 
provides the tackle dealer and sales- 
man with complete parts lists and 
prices. 

For Details Circle 271 on INQUIRY CARD 


PFLUEGAR FISHING TACKLE 
trade catalog issued by the Enter- 
prise Mfg. Company describes and il- 
lustrates in addition to the regular 
line, complete information on the new 
items which include the Pfluegar 
Mars enclosed spinning reel, Superex 
automatic fly reel, and a host of new 
rods, lures, and miscellaneous fishing 
tackle. 

For Details Circle 272 on INQUIRY CARD 


SAVAGE, STEVENS, FOX shot- 
guns and rifles catalog issued by the 
Savage Arms Corporation describes 
and illustrates hi-powered rifles, .22 
caliber rifles, over and under rifle 
shotgun, automatic shotguns, repeat- 
ing shotguns, double barrel shotguns, 
single barrel shotguns, metallic cart- 
ridges, cleaning preparations, sights 
and accessories. Also included in the 
22 pages is an average ballistics table. 

For Details Circle 273 on INQUIRY CARD 





SPRING AND SUMMER CATALOG 
issued by The Draper-Maynard Co., 
contains 38 pages of D&M merchan- 
dise along with appropriate illustra- 
tions and descriptive information. 
Featured in the 1959 issue is the new 
D&M line of MacGregor golf equip- 
ment. 
For Details Circle 270 on INQUIRY CARD 
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JUNIOR-SIZE SPORTING GOODS 


DISPLAY above capitalizes on the 


popular interest of Little League baseball in the Salt Lake area. 


Little League Department 


Moves Sporting Goods 


SALT LAKE CITY, Utah— 
A special department devoted 
to little league baseball equip- 
ment increases sales in the 
sporting goods department of 
the State St. Grand Central 
Market here. 

Because of the popular inter- 
est in little league baseball in 
the Salt Lake area, the store has 
divided the sporting goods dis- 
plays, and the special depart- 
ment is devoted entirely to jun- 
ior size sporting equipment, not 
only baseball, but other junior- 
size sporting goods items, also. 

The display is made extra eye- 
catching with a cutout of a jun- 
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ior-size baseball battery in car- 
toon form, complete with little 
league pitcher winding up, and a 
cutout cartoon catcher crouched 
for the catch. 


The junior size equipment is 
displayed in special bins and on 
punchboard display backboards 
along the little league table. The 
prices are plainly marked. 

A spokesman for the store 
said the division of the junior- 
size sporting goods from the 
regular lines increased sales “by 
a large margin” over the time 
when all sporting goods was dis- 
played together. 





The Most Advanced Line 


in Fishing Equipment 


Fishermen ask for Old Pal because 
of its quality . . . you should fea- 
ture Old Pal because it’s the most 
up-to-date line with new and 
exclusive items. 


Hand-E-Floater 


No. 14610 Designed for 
use both as a carrier and 
a floater. Galvanized, one- 
piece, round. Capacity 
equal to standard 10-qt. 
2-piece floaters. 


Tow-Bucket 

No. 34G10 Bait can be 
towed without drowning. 
Cone-shaped lid reduces 
drag. Can also be used as 
a marker buoy. Two- 
piece, galvanized floater. 
10-qt. capacity. 


New! 
Oxy-Charger 

sui” No. 22G10 A bubbler type 
bucket with a perforated 
lastic air pressure cham- 
. Minnows keep alive 
for days. Galvanized; 10- 

qt. capacity. 


Molded Fiber Bucket 
No. 806 The ideal econ- 
omy bucket for minnows, 
crawfish and other live 
bait; waxed rim and 
bottom. Fiber buckets 4 
to 20-qt. capacities. 


Old Pal 
Plastic Spin Kit 


No. 370 New, exclusive de- 

sign. Can be used for spin 

kit or tackle box. Opens 
from both sides. 16 compartments—9 on one 
side, 7 on the other. Equipped with belt loop. 
Measures 914” x 4” x 2” 
Order the complete line of OLD PAL Metal 
and Air Feeder Minnow Buckets, Bait Boxes, 
Worm Cans, Minnow Traps and Plastic Lure 
Boxes from your wholesaler. 


Write for free illustrated catalog 


Animal Trap Company of America ¢ Lititz, Pa. 


Pascagoula, Miss. « Fenton, Mich. © Niagara Falls, Ontario 
For Details Circle 47 on INQUIRY CARD 











a screening 


sales risen 





Yes, indeed, your cus- 
tomers appreciate OPAL’s depend- 
able, roll-after-roll uniformity now 
provided by OPAL’s advanced pro- 
duction methods. They also like 
OPAL BECAUSE: 


Extra-Strength Selvage. All “fill 
wires” are woven into the copy- 
righted flat-wire selvage to assure 
added stability and strength. 


Always lies flat. New automatic ten- 
sion controls and hard rubber rolls 
prevent bulging or bellying. 


Exclusive Marked and Measured 
Edge. This feature, patented for 
your protection, speeds dispensing, 
saves money and material . . . and 
what a tremendous convenience at 
inventory time. 


OPAL offers the 
COMPLETE LINE! 


You can simplify selling by stocking 
the complete OPAL line in Alumi- 
num and Galvanized, Bright or An- 
tique Bronze. Also Opal VINALUME 
—the new wonder wire screening 
that “never grows old.” If your job- 


ber can’t give you full details write 
to us TODAY! 


Registered Trade Mark 
of the New York Wire Cloth Co 
York, Penns 


For Details Circle 48 on INQUIRY CARD 
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core Is taken te Index correctly and no allowance will be 


the advertising contract. Every 
mode for errers or failure to Insert) 





Note: Figures in parentheses () refer 
to Inquiry Card Number which can be 
circled on inquiry card on page 68 


when desiring further information 
about advertisement. 

A 
Acme Shear Company ...............+5- 75 
W. D. Allen Manufacturing Co. ......... 33 
Amerace Corp., Supplex Co. Div. ........ 21 


American Chain & Cable Co., American 
Chain Div. 


American Pad & Textile Co. ............ 79 
O. Ames Company ............... Back Cover 
Animal Trap Co. of America ............ 81 
Atkins Saw Div., Borg-Warner Corp. 
ond Cover 
B 


Bevins Bros. Mfg. Co. (John H. Graham 
a RAC coda cde bhes bcc vecuepes 


Cc 
Campbell-Chain Co. (26) .............005 56 
Champion DeArment Tool Co. ........... 19 
Clarke Floor Machine Co. .............. 67 
Colorado Fuel & Iron Corp. ............ 28, 29 
Cyclone Fence Dept., American Steel & 
Wire Div., United States Steel ........ 
D 
Dalton Manufacturing Co. .............. 61 
Deane BPRS Ge. vacciccecvccvivenses 719 
E 
Lou J. Eppinger Manufacturing Co. ..... 73 
Bwams Rule Ce. cesccccccccccvcccccccces 26 
F 
Fuller Tool Company .......-sccsccccccs 16 
G 
General Steel Warehouse Co., Inc. ...... 63 
The Grabler Manufacturing Co. (19) .... 27 
John H. Graham & Co., Inc. ............ 72 
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The Hamilton-Skotch Corp. ............. 75 
Hayes Spray Gun Company .......+.++++ 23 
Hillerich & Bradsby Co. ........-+-.-005 1 
Holt Manufacturing Co. .........-+ee05+ 57 
J 
Weems Saba, Bae. 2c cccisevcdsceccce 74 
K 
Krylom Incorporated ......ccsccscccccces 61 


L 

Chas. O. Larson Co. ........ccccceeevers 83 
M 

Marshalltown Trowel Co. .........-++++: 73 

Robert E. Miller & Co., Inc. ........+.+++ 84 

Millers Falls Co. ......cc.ceccccceeceees 22 

Mirro Aluminum Co. ...........- Third Cover 

Molly Corporation ..........+s.seeeeeees 713 
N 

New York Wire Cloth Co. ..........-.545 82 

Nicholson File Company ............... 24, 25 
Oo 

Ox Fibre Brush Co., Inc. (12) ........ 17, 18 
P 
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Q 
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R 

Red Devil Tools (1) .......+0++. Front Cover 
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WILSHIRE 


World-famous manufacturer 
of fine quality fireplace 
furnishings presents its 
outstanding new line of 


BARBECUES 


Write for colorful 
brochure on Wilshire’s 
exciting barbecue line! 


5449s 


7-Piece 
Polished Brass 
Ensemble 


NO. 19-11 
BLACK MESH 


151% 


Write for 16-page Fireplace Furnishings Catalog! 


MFG. COMPANY 
4865 San Fernando Road West 
Los Angeles 39, California 

For Details Circle 49 on INQUIRY CARD 








A real help 


for salespeople 


CHINA & GLASS 


By H. 9. Wilson 


This 56-page booklet reveals sales and merchan- 
dising ideas for all types of dinnerware, glass- 
ware and table accessories. It also gives the 
historical background, manufacturing methods 
and window and in-store display ideas. 


Get this excellent sales aid, today. Send 25 cents 
for each booklet to. . . 


HARDWARE WORLD SERVICE BUREAU 


1355 Market Street San Francisco 3, Calif. 





a SUialoflr, 


ALL POSITION 


CHECK 





For steam, hot or cold 
water, oil, gas and compounds. 


Sensitive ...Rugged 


Designed for rugged service. These valves 

are also available with rubber poppets for 

use with air or cold water. Sensitive in 

operation. Work in any position. Made 

in seven sizes, 200 lbs. pressure. Won’t 

stick. We will design special Check 
Valves. Tell us your needs. 


Write today for Bulletin 1002, or 
telephone Harrison 3313 today. 


STRATAFLO PRODUCTS, INC. 


FORT WAYNE, INDIANA 


Write for 
FREE Catalog. 
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The 


SAW HORSE 
BRACKETS 


FEATURED IN LARSON SPECIAL 
SPRING SALES PROMOTION 


TWO SIZES 


for 1" x 4” and 


for 2” x 4” Lumber No. 1 
No. 2 
Saw Horse Set 


EACH SET FOR ONE SAW HORSE PACKED 
COMPLETE IN COLORFUL BOX. 


‘\ FLAT TOP 
STYLE 
“a for Light or 
Lae Heavy Lumber 24 


CHAS. O. LARSON CO. 
STERLING « ILLINOIS 
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FOR SALE 
HARDWARE, retail. Sacrifice price. 


Suburban Los Angeles. Sales 1958, 
$188,000. Inventory $42,000. Modern 
M-D fixtures, cost $23,000.—5 years 
old. 5800 sq. ft. building; 20 car 
private parking lot. Center 50,000 
population. 5 year lease, %, $300 min., 
5 years to go; 3.2% 1958. Sac. price 
—Inv. plus $10,000 for fixt. Cash 
or top securities. Address: R. R. 
Reinoehl, Ray’s Hardware, 7139 Foot- 
hill Blvd. Tujunga, California. 


WANTED: MANUFACTURERS’ 
AGENT 

Well known firm of manufacturers’ 
agents seeks alert, aggressive and 
personable man experienced as out- 
side salesman in hardware, house- 
ware, marine and promotional trades; 
to cover So. Calif., Arizona and So. 
Nevada. Excellent opportunity for 
right man. Must give complete resume 
of background and experience in first 
letter. Address Box A-936, care 
HARDWARE WORLD, 1355 Market 
St., San Francisco 3, Calif. 





WANT POSITION WITH OLDER 
NO. CALIF. REPRESENTATIVE or 
as sub-agent in Northern Calif. Ex- 
cellent following among wholesale 
hardware, plumbing and electrical 
buyers. Young, married man. Ad- 
dress Box A-935, care HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco 3, Calif. 

FOR SALE 
Modern Hardware Store—25 X 80— 
Northwest Montana. In business 28 
years. Health reason for selling. 
Write Box A-937, care HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco 3, Calif. 











Announcements in this section are inserted at the rate of ten 
cents per word, including address or box number, with a minimum 
charge of $2.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 








SITIES 


CALIFORNIA HARDWARE STORE 
Suburban San Francisco, 6 miles 
south in new and building residential 
tract. 4500 sq. ft. store in new shop- 
ping center, 2 yrs. old. Gross $150,000 
in 1958 and will go to $175,000 this 
year. Asking $45,000 for fixtures plus 
inventory of approx. $45,000. Excel- 
lent lease and landlord. Partial finan- 
cing available. CONTACT, JIMMY 
FOX, LINDA MAR HARDWARE, 
1301 Linda Mar Shopping Center, 
Pedro Vally, California. Phone El. 
9-2401 


HARDWARE MAN WANTED 
Excellent opportunity with establish- 
ed, progressive Tucson, Arizona lum- 
ber yard. Requisites are experience in 
contract hardware, tracts, estimating, 
and purchasing. This is key position 
and applicant should have good sales 
record and personality. Compensation 
open. Send complete information. 
LUMBER DISTRIBUTORS, INC. 970 
South Cherry Ave., Tucson, Arizona, 
or telephone I. Manspeaker, MAin 
4-4451. 


Where's The Number? 
Due to mechanical limitations the IN- 
QUIRY NUMBER is sometimes omitted at 
the bottom of an ad. To find the inquiry 
number check the INDEX TO ADVER- 
TISERS on Page 82 of this issue. 


CIRCLE THE NUMBER—WE DO THE REST 

















Miraplas Western Rep. 


DENVER—Mountain States Sales 
Company here has been named to 
represent the Miraplas Tile Company 
in eight Western states. The new 
sales representatives will cover the 
states of Montana, Idaho, Wyoming, 
Utah, Nevada, Colorado, Arizona, 
New Mexico ann El Paso, Texas. 


INTERIOR DECORATION HOME 
STUDY. Announcing new home study 
course in Interior Decoration. For 
professional or personal use. Fine 
field for men and women. Practical 
basic training. Approved supervised 
method. Low tuition. Easy payments. 
Free booklet. ADDRESS: Chicago 
School of Interior Decoration, 835 
Diversey Parkway, Dept. 5511, Chi- 
cago 14, Illinois. 


FOR SALE 
Well established Hardware Firm, lo- 
cated North Central Montana. Present 
owner 15 years. Poor health. O. M. 
Bruss, Chinook, Montana. 








WHO’S WHO in the West among 
wholesalers? A 16-page directory 
providing useful information about 
territory covered, special events, etc. 
Yours for $1. 
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“Or we have this kit which contains 
fine, medium and coarse sand, glue 
and paper.” 





REGULAR— 


7 sizes for every need 





One set of 4 In a 
3-color box. 12 boxes 
in @ 3-color display carton. 
SIZES: 1/2", Ve", %", 4", BH". a", H"- 


Ask your jobber or writ 









DOMES or SILENCE 















/ROBERT E. MILLER & CO., 


Extra case hardened. Excellent mirror finish, 
plus a heavy nickel plate. 


FURNITURE LEVELER— 
Adj 1 [eo I 
f_ tion Leveler and Glider 


for Uneven and Un- 
steady Furniture. 


/ SIZES—I" base, 4 on 
card; 14", 2 on card; 
1¥,"", 2 on card. Drive 
into universal socket or 
5/16" hole, 












; 


nun 


! 


<a 
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DOMES ° SILENCE 


INC., 35 Pearl St., New York 4, N. Y. 


tof A Sse 
one set o 4 eo 


RUBBER-CUSHIONED! 
GLIDE 


SOFTLY, SILENTLY, 
SMOOTHLY, OVER 
ALL FLOORING. 

SIZES AND TYPES 
FOR ALL WOOD OR METAL FURNITURE. 








HARDWARE WORLD 





for healthful, 
thrifty cooking! 


MIRRO 


THE FINEST ALUMINUM 


2-qt. ‘Waterless’ 
SAUCEPAN 


LIMITED SPECIAL OFFER AND COVER 


Get back of this big one, by Mirro! It's 

planned to build your sales of big-ticket 

Gold Band ware, all through the line, so 

make sure your stocks are solid and displays 
2 


loaded. Newspaper mat, full-color postcard 
for statemeni enclosure, and attractive dis- 
play piece, all available for your promotion. 
Remember, the more you push it, the more 
it will pay off in profit! 


oe Buy from your MIRRO jobber... 


Regular Price, $525 4. aluminum, 


super-thick se heat “water 
ow- 

DEPENDABLE FUEL SAVER he 
in cover, signals 
when fo turn heat 
low, saving fuel 
and avoiding 
shrinkage. Eliminates 
pot-watching. 


MIRRO ALUMINUM COMPANY e MANITOWOC, WISCONSIN 
Fifth Avenue Bldg., New York 10 Merchandise Mart, Chicago 54 
World’s Largest Manufacturer of Aluminum Cooking Utensils 
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a IN OR OUT 
OF THIS WORLD 








Full length (one piece) 
handle-capped at end 
DOUBLE TAPER FORGED BLADE Perfect down-center 


STEEL* LITE balance 
STEEL*LITE] SHOCK BAND reduces handle breakage 


Double forged 
LIGHTWEIGHT — under 4 pounds Sel UTE forward turned steps 


3. AMES Co. SAK ERSBURG, WEST VIRGINIA 


Ames also manufactures Ames Maid Household Furniture and Ames Aire Casual Furniture 
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STEEL* LITE 


BS 





